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RATES 


Age 35. Ordinary Life, Endowment at 
Age 85 


$20.92 Without Disability 
21.22 With Premium Waiver Disability 
22.87 With Income Disability which Includes Waiver of Premium 
1.50 in addition for Double Indemnity 


Age 35. 20 Pay Life, Endowment at Age 85 


$29.12 Without Disability 
29.33 With Premium Waiver Disability 
31.11 With Income Disability which Includes Waiver of Premium 
1.70 in addition for Double Indemnity 


The Franklin line of policies is complete, modern in all respects, and 
considering policy provisions, the rates are very low. 





The Franklin Life Insurance Company 
SPRINGFIELD, ILLINOIS 
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THEY SOON WILL BE OFF THE PRESS 


HAVE YOU ORDERED YOUR COPIES OF THE 


TWO GREAT FACT BOOKS? 


THE UNIQUE MANUAL DIGEST 


—and-— 


THE LITTLE GEM LIFE CHART 
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The Digest Answers Them 


Have you a book that will give 
you dividends on more than 
Ordinary Life, 20 Payment Life and 
20 Year Endowment Policies? 


Have you ever wanted to know 
the financial condition of some 
company, or some pertinent facts 
about it? 


Do you ever want to know about 
a particular point in a company’s 
policy? 


Do you ever want to get the net 
premium or preliminary, modified 
or full level premium reserve? 


How often do you ‘‘run across” 
a policy on which you desire the 
rate or that you wish to know 
something about? 


With the increased returns that 
companies are now making to 
policyholders, you will need the 
Digest as it covers the dividend 
and net cost phase thoroughly. 


It is the showing of the obscure 
points about policies—the kind of 
information that cannot be found 
elsewhere—that makes the Digest 
so valuable. 


With this complete lay-out of 
rate-book information, can you af- 
ford NOT to have the Digest at 
your elbow? 


THE GEM COVERS 
100 Companies 
Premiums on many popular forms 
Analyses of policies in detail 
Dividends for eight ages—three 
forms 


Net Deposits year by year 


Actual History over fifteen-year 
period—three forms 


Net Cost Totals and Averages 


Cash Values : 


Terms Rates and Dividends 


Dividends on 10 and 15 Payment 
Life 


Dividends on 


10 and 15 Year 


Endowment <a 
Dividends on Paid-Up Life Policies 
Reserve Tables are 


Financial Record for five years — 

250 companie 

. . . . > 

The Little Gem has been kept at vest 
pocket book size, although it has 200 
pages more material and 30 more com- 
panies in it than the next largest similar 
publication. Nevertheless, it costs 
you no more. 
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WATCH AGITATION FOR 
UNEMPLOYMENT COVER 


Life and Casualty Underwriters 
Speculating as to What 
Outcome Will Be 


METROPOLITAN’S SURVEY 


Casualty Companies Have No Idea of 
Writing Class—British Expe- 
rience Disastrous 


NEW YORK, Apr. 1.—Casualty un- 
derwriters as well as life insurance men 
are following closely the present agita- 
tion in various parts of the country in 
favor of unemployment insurance, and 
are speculating as to what the outcome 
will be. The casualty 
thought of embarking in the line, cer- 
tainly not until they feel assured that 
unemployment is an insurable proposi- 
tion, of which they are by no means 
convinced at the present time. Should 
the Metropolitan Life decide to make 
the venture, the result will be followed 
with the closest attention by the under- 
writing fraternity, as well as by econ- 
omists and publicists, and, if successful, 
will be fraught with far-reaching results 
in the national life. 

Metropolitan Stadying Problem 

Speaking before a convention of 
Metropolitan Life managers early in 
February, Haley Fiske, president of the 
company, said in part: “We are study- 
ing unemployment insurance. There is 
a bill which will probably come up be- 
fore the legislature to give us power 
to offer this insurance. This can not be 
done individually. It must be done by 
letting the employers care for the men 
when they are out of work.” Represen- 
tatives of the Metropolitan Life have 
been gathering data on the general sub- 
ject of unemployment insurance from 
every conceivable source, and until this 
can be critically gone over by its actuar- 
ial and underwriting staffs, no further 
announcement upon the general subject 
can be looked for from the company. 

The bill recently considered hy the 
Wisconsin legislature provided for the 
payment of benefits up to the amount 
of a sum reserved for the purpose by 
the state. When that limit is reached 
all further allowances cease, a condition 
so manifestly unsound as to condemn 
the measure for that reason alone. 

Great Britain’s Experience 

Great Britain has furnished the world 
with the most extended experience ever 
had with employment insurance, and 
with results that are all but staggering 
Basing the reserves upon an annual 
average unemployment experience of 4 
per cent over a period of 60 years, the 
unemplovment fund of Great Britain 
at the beginning of 1921 aggregated 
£34.000,000, a sum sufficient it was 
confidently anticipated, to safely take 
eare of all claims made upon it for an 
indefinite period. When early in Janu- 

(CONTINUED ON PAGE 27) 
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VANDERLIP IN MARKET 


WANTS ACCIDENT INSURANCE 


Former New York Banker and Publi- 
cist is Now Seeking Coverage 
Amounting to $1,000,000 


NEW YORK, Apr. 2.—Casualty Un- 
derwriters are interested in the effort of 
Frank A. Vanderlip, a former presi- 
dent of the National City Bank of this 
city, and now head of a newly formed 
private political investigation bureau in 
Washington, to secure $1,000,000 of ac- 
cident insurance. Applications for the 
indemnity have been made to offices in 
Baltimore and various other cities It is 
reported that 12 companies have already 
agreed to write an aggregate of $350,- 
000. The protection is for life or dis- 
memberment loss only. Mr. Vander- 
lip is an old Chicago newspaperman, 
having served as financial writer on the 
Chicago Tribune before being called to 
a high post in the treasury department 
at Washington. Later, for a number 
of years he was president of the Na- 
tional City Bank of New York, from 
which office he retired some little time 
ago. He jumped into the limelight sev 
eral weeks since through his criticism 
of the sale by the late President Har- 
ding of the latter’s newspaper interests 
at Marion, O. For his action in this 
connection Mr, Vanderlip was scath- 
ingly condemned by the press of the 
entire country, and certain speaking en- 
gagements made with him by various 
bodies were cancelled 

While million dollar policies are com- 
mon enough in the life insurance field 
it has been assumed herctofore that no 
one would be able to get more than 
$500,000 accident insurance, even were 
the market scoured to that end. 


GOOD WORK DONE IN TEXAS 


Fifty-Six Legal Reserve Life Companies 
Domiciled Outside the State 
Now Operating There 


There are 56 legal reserve life compa- 
nies now operating in Texas, that have 
their home offices outside of the state. 
They represent 25 states other than 
Texas. California has four, Colorado 
one, Nevada three. Georgia two, Indiana 
five, Iowa five, Illinois seven, Kansas 
three, Louisiana two, Minnesota two, 
Mississippi one, Missouri six, Nebraska 
two, New Mexico one, New Hampshire 
two, New York one, North Carolina 
one, Ohio one, Oklahoma one, Pennsyl- 
vania one, South Carolina one, Tennes- 
see one, Wisconsin one, Wyoming one, 
and Virginia one. The new business in 
Texas last year by all the legal reserve 
companies was about $250,000,000. The 
percentage of increase in new business 
has been gradual from 20 percent in 
1908 to 400 percent in 1923. This is 
rather remarkable owing to the fact that 
21 companies left Texas in a body in 
July 12, 1907, because of the Robertson 
investment law. 


K. A. Luther, agency secretary of the 
Aetna Life, has left for a six weeks’ trip 
through the extreme southern territory of 
the life department, where he will visit 
agents and agencies. 





M’BURNEY IS RETIRING 


ARMSTRONG IS HIS SUCCESSOR 


Travelers Announces Changes in View 
of Veteran Superintendent of 
Agents Quitting Work 


HARTFORD, CONN,, April 2 
The Travelers announces the retirement 
of Samuel R. McBurney as _ superin 
tendent of agencies of the life, accident 
and group departments, and the appoint 
ment of H. H. Armstrong as his succes- 
sor. It also announces the appoint 
ment of Daniel J]. Bloxham, now agency 
instructor, as an assistant superintendent 
ol agencies 

Mr. McBurney has been with the 
company more than a third of a cen- 
tury, having started as cashier at Omaha 
in 1887. In the early days he was as- 
sociated with Vice-President Way in 
St. Louis. He came to the home office 
to take charge oi the life and accident 
staff just 17 vears ago Practically 
every member of the present field staff, 
life, accident and group departments has 
been appointed in his incumbency. 


Will Take a Rest 


Mr. McBurney has contemplated re 
tiring for some time, as the duties of 
his responsible position had prejudiced 
his health in recent years. He will take 
a well merited rest 

The officers of the Travelers will give 
a dinner in his honor Thursday evening 
at the Hartford Club and will present 
him with a handsome tea and coffe 
service of sterling silver in token of 
their affection and regard 

Mr. Armstrong has been assistant su 
perintendent of agencies for a dozen 
vears. He was casualty manager for 
Indiana when he was originally brought 
to Hartford to become an agency as 
sistant in 1908. His promotion to the 
higher position came in 1911 He is 
widely known among insurance men and 
extremely popular with the Travelers 
organization 


SULLIVAN SEES A GOOD YEAR 


Vice-President of the Great Northern 
Life Tells About Conditions in 
States of Southwest 


A good year for insurance in_ the 
southwest is predicted by John A: Sulli- 
van, vice-president of the Great North- 
ern Life, who has just returned to Chi- 
cago from a three weeks’ trip through 


Missouri, Kansas, Oklahoma’ and 
Texas y 
Mr Sullivan's impressions were 


gained through talks to insurance men, 
business men. bankers and representa- 
tives of the Great Northern. They all 
expect a big production of business in 
their section during 1924. 

The conditions in Texas are particu- 


larly good, according to Mr. Sullivan. 
All the cities he visited were wide 
awake and very much alive. There is 


a general activity based on a fine busi- 
ness development, which makes a very 
good year in insurance. 

The whole section is awake, says Mr. 
Sullivan, to the fact that a _ person 
should have complete coverage of life, 
accident and health insurance. 





NEW ENGLANDERS HAVE 
JOINT SALES CONGRESS 





Nearly 1,000 Gather in Boston 
for Full Day Con- 
ference 


MANY NOTABLE ADDRESSES 


President Wells and Other 
Prominent Life Underwriters Were 
On Program 


National 


BOSTON, MASS., March 29.—Some- 
body asked a successful Boston life un- 
’ and the 
answer came back “Oh, I walk a little 
and I talk a little.” From that reply 


came the inspiration for the slogan of 


derwriter “How do you do it?’ 


the fourth annual sales congress of the 
Boston other New England Life 
Underwriters Associations held at Ford 
hall today, “Walk and Talk.” Between 
900 and 1000 life men and women were 


and 


present, and morning and afternoon ses- 
sions were held with talks at luncheons 
in the Ford building and Boston City 
Club close by. 


Many Prominent Speakers 


President Clinton A. Ferguson of the 
Boston Association opened the morn- 
ing session at which addresses were de- 
livered by National President Graham 
C. Wells, Vice-President Elbert H. 
Brock and Earl G. Manning of the John 
Hancock Mutual Life, and Superintend- 
ent Harry Kay of the Boston office of 
the Metropolitan Life. 

At the afternoon session Dean Wal- 
lace B. Donham of the Graduate School 
of Business Administration of Harvard 
and Charles C. Gilman and Robert W. 
Moore Ir.. New England assistants to 
the national president, and Director 
Griffin M. Lovelace of the New York 
University insurance course were the 
principal speakers, followed by five 
minute “Walk and Talk” suggestions 
by some nine underwriters under the 
direction of Charles C. Gilman, 

Mr. Wells, Mr. Lovelace and Com- 
missioner Wesley E. Monk were the 
speakers at the two luncheons at noon. 


Several Associations Unite 


President Clinton A. Ferguson of the 
Boston association welcomed the under- 
writers and stated the Boston writers 
were glad to play host to the men and 
women of New England, the sales con- 
gress this year being a combined effort 
of the Boston, Portland, Me., Provi- 
dence, R. : Manchester, N. H.:; 
Springfield, Worcester, Lowell, New 
Bedford, and Fall River associations and 
the New England Women’s Life Under- 
writers Association. 

“We have come together for the com- 
mon purpose of studying means to in- 
crease our business,” said Mr.' Ferguson. 
“That is always a topic of interest, in 
the offices, on the street and in the com- 
muters’ train. and it shows a life man 
is always a life man, always progressive 
and always wants to be on top, Life 
insurance stands as the greatest econ- 
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omic force in America, but the life com- 
panies would be in a hopeless position 
but for the man who goes out and gets 
the business. Behind every policy is 
the agent; life insurance doesn’t sell it- 
self. If the agent did not believe in life 
insurance and preach its gospel it would 
not be the force in the world which 
eo.” 
Graham Wells on Program 


Graham C. Wells, of New York, pres- 
ident of the National Association, was 
given a most enthusiastic welcome as 
he was introduced as the first visiting 
speaker of the morning session. 

Mr. Wells said in part: “Getting re- 
sults depends largely on deciding on a 
definite object, then going after it. If 
you have a definite thing to accomplish 
and make da lead to that object 
you will succeed. Take advantage of 
every little thing that comes along. 
Friends are the most valuable assets you 
have in the life insurance business. No 
man is a self made man; everyone of us 
is made by those with whom he comes 
in contact. Personality is what one ac- 
quires with others. Go after things 
harder. The element of confidence en- 
ters into success; you should have dom- 
inence, not domination. 

“Often your friends can give you a 
boost, help you couldn’t secure other- 
wise. Often we fail because we don’t 
realize what we're after and don’t go 
after it hard enough. You may be like 
the man who lost his ticket on a train 
and, after watching him hunt through 
his pockets in vain, the conductor said; 
‘you look honest and I don’t doubt you 
had a ticket; it’s all right.’ The man re- 
plied: ‘you don’t get the point; I want 
to find the ticket so as to know where 
I'm going.’ 

“Study the other man’s interests. It 
is always gratifying to a man you're 
approaching in life insurance to have 
you remember his name and _ other 
things. Perhaps his boy is in college. 
Remember that. Try to understand his 
problems and you can get closer to 
him than in any other way. Have a 
sympathetic feeling for him in relation 
to his problems.” 

Use of Canvassing Material 


“The Use of Canvassing Literature in 
Making a Direct and Specific Ap- 
proach” was the topic of a joint talk 
by Vice President Elbert H. Brock of 
the John Hancock and Earl G. Manning 
of the Paul Clark agency of that com- 
pany, illustrated with a display of the 
publications issued by the company. 
Mr. Brock said, in part: 

“There is such a direct relationship 
between advertising and salesmanship 
methods that one should dovetail into 
the other. Advertising copy must be 
sales copy and sales talk should be ad- 
vertising copy. This has been the un- 
derlying thought in the preparation of 
the sales folders and the new sales lit- 
erature. 

“Life insurance is now used effectively 
for many purposes never dreamed of 
20 years ago. Its uses in the future will 
be further increased and still more ap- 
preciated as a stabilizer to business and 
society. 

“The progressive agent makes no 
negative suggestion. He is positive. He 
analyzes the type of insurance required 
to cover the specific need and sells the 
contract which affords the most far 
reaching and constructive type of pro- 
tection. He establishes an insurance 
program for his client. 

“One of the great advantages of the 
direct mail approach is that it makes 
the matter concrete and tangible. Life 
insurance, though an acknowledged es- 
sential commodity is, in the last an- 
alysis, a very intangible one. It is con- 
crete enough for those actually engaged 
in selling it but abstract. on first ap- 
proach, to those who buy it. The sales- 
man must have the faculty to sell the in- 
tangible—must have the ability to in- 
spire imagination in others. Imagination 
does not bubble out of the average per- 
son; it is rarelv a ‘self-starter’ and must 
be stimulated by exterior influence. 

“If the agent makes the approach 





—— 
through a letter there is at once some- 
thing concrete. The letter itself is tang- 
ible. Whether the recipient sees fit to 
pocket the letter or leave it open upon 
his desk, it stands as a concrete re- 
minder. And the chances are that sooner 
or later he will respond. If the agent 
had simply asked for the opportunity to 
give an oral argument, it is doubtful if 
he would have inspired much interest. 
Most people do not want to be talked 
at; they went an opportunity to study 
the proposition. 

“The direct mail approach creates 
tangibility not alone for the prospect but 
also for the agent. It gives him some- 
thing upon which to hang his sales talk. 
If he can approach, knowing that the 
first seed of interest has already been 
planted in the mind of his prospect by 
the letter which has preceded him, he 
can bring to the interview a definite 
proposition and concrete material which 
will take the place of the demonstration 
car of the automobile salesman. 

“The most expensive factor in busi- 
ness is man power. And thus one of 
the greatest advantages of the direct 
mail approach is that it economizes in 
man power. Compare the cost of send- 
ing out agents to cover a list of 500 in- 
dividuals with the cost of a good letter 
to the same list, or several letters sent 
to the same list. Once an individual 
has responded to a letter, he establishes 
himself as a contact. His interest has 
been attracted, if not won, with an econ- 
omy or both time and expense.” 

Mr. Manning, who is a vice president 
of the National Association and has 
been active in creating the new John 
Hancock litrature, then completed the 
story of Mr. Brock by explaining more 
in detail the various booklets used by 
the John Hancock and related some of 
the interesting returns which had re- 
sulted. 

Discuss Income Insurance 


“Income Insurance” was the topic 
treated by the closing speaker of the 
morning session, Harry Kay, superin- 
tendent of the Boston office of the Met- 
ropolitan Life. 

Mr. Kay stated that there was but 
one way to earn money, that was by 
giving service. The development of life 
insurance salesmanship was the develop- 
ment of the principal of service. Take 
the feeling out of life insurance and 
you haven't anything left. 

“You say you represent life insur- 
ance” he said. “That name is a mis- 
nomer because no one can insure life. I 
think we should banish that idea from 
our minds and instead of saying we're 
selling life insurance or represent a life 
insurance company, say we are selling 
home insurance, or selling the worth 
of a man, or his income. Get it into 
your minds that you are selling home 
protection.” 

Business Insurance 


Wallace B. Donham, dean of the 
graduate school of business administra- 
tion at Harvard, was the first afternoon 
speaker and he discussed “Business In- 
surance and Business.” In part he said: 

“T have noticed a change in insurance 
as it comes to the buyer in the last 25 
years. There is a different professional 
spirit toward business. Formerly men 
went into the insurance business who 
couldn't earn a living elsewhere. In sell- 
ing service, as you do today, if it is well 
done, you are deserving of support. Up 
to within a few years the legal profes- 
sion held the large part of the leading 
men of the community. But the lines 
are becoming more and more indistinct. 
The ethical side is getting pulled down 
to the business level. There is need of 
a professional attitude toward business. 
Business standards are going up, but 
the business side lacks the high ethical 
principles of the professional side. That 
more of the professional attitude is be- 
ing found in business is due to just such 
groups as yours.” 

Robert W. Moore, Jr., assistant to the 
national president in New England, 
spoke of the business outlook as he 
saw it. 

Charles W. Gilman then put on his 
nine “Walk and Talk” speakers who 
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TRAVELERS’ ANNOUNCEMENT 


Anniversary Week Brought in Largest 
Volume of Accident Premiums 
Written in Like Time 


HARTFORD, CONN., April 2.— 
Agents for the Travelers produced new 
accident business during the week pre- 
ceding April 1 at the rate of $8,000,000 
in new premiums per year. The total of 
premiums represented by applications 
turned in to 80 branch offices as re- 
ported by telegraph to the company on 
Monday was over $150,000. The volume 
of insurance was over $30,000,000, This 
was probably the largest amount of ac- 
cident business ever written in one week 
in the history of the business and was 
produced in honor of the sixtieth birth- 
day of the Travelers. 

Jumbo Letter Sent Out 


Agents were asked for one substantial 
application and one additional applica- 
tion of any size by a jumbo letter sent 
out by Vice-President Way, head of 
the sales force of the company. They 
were asked to make an unusual effort 
in accident production during the week 
and were supplied with birthday stick- 
ers for attachment to applications and 
policies and with a facsimile of the first 
printed accident policy ever issued. The 
first printed contract was issued by the 
Travelers April 1, 1864. Prior to that 
date British companies had sold acci- 
dent tickets which insured people 
against the hazards of railway travel, 
but the first contract protecting the 
holder against death or disability by 
general accident offered in America was 
conceived by James G. Batterson, 
founder of the Travelers. 

John St, Branch Was Leader 

The 55 John street branch office in 
New York, under Associate Managers 
H. W. MacConnell, Stephen Louns- 
berry and H. J. Williams, led all other 
branches with $18,611.49, and all New 
York city branches together produced 
in excess of $30,000 in new accident 
premiums. 

The 42nd street branch in New York, 
under Manager H. A. Persell, stood sec- 
ond for the United States and Canada, 


ane Boston, under Manager Wm. B. 
Phelps, stood third; Chicago, under 
Manager W. Kolb, fourth, and 
Omaha, under Manager H. B. Geng- 


nagel, fifth. 

Vice-President 
perintendent of Agencies Armstrong 
and other members oi the agency de- 
partment formally presented the tele- 
graphic reports to President Butler, 
Vice-President Page, Secretary Ahern 
and other officers of the accident depart- 
ment Tuesday afternoon. 


Way, Assistant Su- 


John Mitchell Mutual Organized 


The John Mitchell Mutual Life has 
been organized under the laws of Penn- 
sylvania by the United Mine Workers 
“ America, It will furnish policies of 

$500 each to all members of the union. 
It i is named after the late John Mitchell, 
for many years head of the organiza- 
tion. 


gave some short snappy samples of how 
they had made sales. 

Griffia M. Lovelace, director of the in- 
surance course at New York University, 
discussed “What to Talk About in Sell- 
ing Life Insurance” as the closing 
speaker of the congress. Mr. Lovelace 
stated that in the last analysis the fam- 
ily is the man’s chief interest in life 
whether he appreciates it or not. The 
child is the most important beneficiary 
of a life insurance policy and the amount 

carried by a man should not only square 
his debts but should provide for his chil- 
dren. He then went into a discussion 
of many specific needs of life insurance. 





UNREASONABLE DELAY 


OKLAHOMA CASE IMPORTANT 





Supreme Court of That State Hands 
Down Interesting Decision as 
to Liability of Company 


The question of when, and under 
what circumstances, a company may 
incur liability for unreasonable delay 
in passing upon an application for in- 
surance was passed upon in the recent 
Oklahoma case of Columbian National 
Life vs. Lemmons, 222 Pac. 255. 

In this case, Mrs. Lulu Lee Lemmons 
applied for a policy May 4 or 5, paid 
the premium, passed a satisfactory phy- 
sical examination, and the papers were 
sent to the home office, which received 
the correspondence May 9, mailed a 
policy to its Oklahoma City office, with 
instructions not to make delivery until 
after further investigation. The com- 
pany requested a report on Mrs. Lem- 
mons by a credit reporting company at 
Oklahoma City. The return of this 
report was delayed, owing to a mis- 
understanding relative to the street and 
number, and before the report had been 
made, or the policy delivered, Mrs. Lem- 
mons died on May 24. 


Company Held Liable 


The administrator of her estate 
brought action, based not on the policy, 
for as has been noted the policy was 
never delivered nor in force, but 
grounded on the alleged negligence of 
the company in not passing on the ap- 
plication within a reasonable time after 
the payment of the first premium. In 
the trial court a verdict was given the 
administrator for the full amount sued 
for, The company appealed to the su- 
preme court of Oklahoma, which af- 
firmed the case. In passing upon the 
right of the administrator to recover it 
said, among other things: 

“Does the applicant acquire no rights 
by making an application, submitting 
to an examination, making a deposit, and 
forebearing to obtain other insurance, 
on the faith induced by the agent and 
the company that the application would 
be duly forwarded and acted upon? 
May the company with impunity receive 
an application and deposit, and take no 
action whatever? Those engaged in 
the insurance business need no remind- 
ing of the importance of prompt action 
in such matters. 


Company Owed Duty 


“The applicant in the instant case had 
done all she could do, and had met all 
the requirements of the company in 
connection with the application for in- 
surance, and then can it be said the 
company owed her no duty at all? We 
think not. Under section 5060, Comp. 
Okla. Stat. 1921, a reasonable time for 
performance is specified for all con- 
tracts in which no time is fixed, and 
therefore the insurance company was 
bound by the receipt it issued to the 
deceased, Lulu Lee Lemmons, to act 
within a reasonable time upon said ap- 
plication, and its alleged failure so to do 
is the basis of the plaintiff's cause of 
action, and, although said action sounds 
in tort, it was based primarily upon said 
contract. * * * 

“We have examined the record care- 
fullv, and are of the opinion that the 
evidence was sufficient to warrant the 
trial court in submitting the case to the 
jury, and was sufficient to support the 
verdict of the jury that the defendant 
company had not acted upon said appli- 
cation within a reasonable time. oo * 
Judgment of the trial court is affirmed.” 





April “Policyholders’ Service Month” 

April has been set apart by the Con- 
necticut Mutual Life as “Old Policy- 
holders’ Service Month.” During April 
the representatives of the company will 
renew the associations formed at the 
time when the prospect was persuaded 
to become a policyholder. 
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HOEY MAY TAKE PLACE 


INTEREST 


MUCH IN OFFICE 


Superintendent of Insurance Stoddard 
of New York Will Retire from 
Office on June 30 


NEW YORK, April 2.—James J. 
Hoey, of the local agency firm of Hoey 
& Ellison of this city, may succeed 
Francis R. Stoddard as superintendent 
of insurance for this state, when the 
term of the latter expires on June 30. 
Not that Mr. Hoey wants the office, the 
salary of $10,000 a year attached being 
far less than he is credited with mak- 
ing from his present connection, but he 
may be forced to accept it by Governor 
Smith, his close personal and _ political 
associate. Mr. Hoey is a native of New 
York City, has served as a member of 
the state legislature and for a time was 
second deputy superintendent of the 
insurance department. In the latter 
connection he made a fine reputation, 
Clear headed, he possesses the faculty 
of stripping a proposition of its non- 
essential elements and of getting right 
down to the real issue. He is fair in 
his decisions and impartial in their en- 
forcement; a fact some of the big fig- 
ures in underwriting ranks came to 
know when Mr. Hoey was in insur- 
ance department eight vears ago. As 
a vice-president of the Continental Fire 
he was in charge of its metropolitan 
department and was a pronounced suc- 
cess as a business producer. His man- 
agement of the local political situation 
last fall fully restored him to favor with 
the Democratic organization, so that he 
can have anvthing within reason he 
cares to ask for. 


Appleton Is Mentioned 


Harry D. Appleton, first deputy of 
the department and in charge of the 
Albany office, has been mentioned as a 
possible appointee; though no one im- 
agines for a moment that he would care 
to take it. Mr. Appleton has been con- 
nected with the department for fully 40 
vears, knows its operation from every 
angle and for long has been the depend- 
able right arm of the successive super- 
intendents. So highly are his services 
valued that although his office is ex- 
empt from civil service protection, no 
superintendent would dream of replac- 
ing Mr. Appleton. 


Gordon and Curry Spoken Of 


Another name mentioned in connec 
tion with the superintendency is that of 
Daniel F. Gordon, who for a consider- 
able time prior to his retirement to as- 
sume the secretaryship of the Sumner 
Ballard fire and marine reinsurance 
companies, was chief of the fire division 
ot the insurance department. While a 
staunch Democrat, Mr. Gordon has not 
heen active in partv. politics, and hence 
feels under no obligation to take the 
heavy cut in his present salary that 
would result were he to succeed Super 
intendent Stoddard. 

(Another name quoted in connection 
with the superintendency is that of 
John F. Curry, of the John F. Curry 
Agency of New York. Besides his in- 
surance interests, which are consider 
able, Mr. Curry holds what is regarded 
as a life post in the Hall of Records in 
this city. It is a serious question 
whether he would care to resign it to 
take the superintendency of insurance 
for the three vear terms with all the un- 
certainties as to its future. 


As the state legislature plans to ad- 


journ April 10 Governor Smith’s nomi- 
nation for the insurance superintend- 
ency must be presented very shortly, 


the law requiring that the nominee be 


confirmed by the senate. 


Mrs. Henry W. Cook, wife of the first 
vice-president and medical director of the 
Northwestern National Life, will receive 
half of her father’s estate, valued at 
$375,000 The will has been filed for 
probate at Richmond, Va. 





THE 
STRIKES THE SPOTTERS 


MENACE TO LIFE BUSINESS 


Vice-President E. G. Simmons of the 
Pan-American Life Upholds the 
Legitimate Part Timer 


Since Vice-President E. G. Simmons 
of the Pan-American Life of New Or- 
leans came out in defense of the legiti- 
mate part time agent there has been 
much discussion among life company 
officials as to whether the slogan of 
“Life insurance commissions for life in- 
surance men only” will have the impe- 
tus that it did in the past. 

Dr. Simmons wants it thoroughly un- 
derstood that he is opposed absolutely 
to the one case man or the fellow who 
is getting a license merely to allow 
those in his office or establishment to 
get the benefit of the rebate through 
the commission route. He frowns 
down on all such transactions and dees 
not put such people in the category ot 
legitimate part time men. Dr. Simmons 
says that there are school teachers, 
bank officers or employes and men in 
other callings that can devote part ot 
their time to soliciting life insurance. 
He hopes, of course, to convert the part 
time men he is taking on, ultimately to 
full time men. However, there may be 
some that will want to continue on the 
part time basis. 

Menace of the Pluggeer 


Dr. Simmons declares that the men- 
ace of the business today is the spotter 
or plugger who is working for the full 
time agent. Many whole time men, he 
says, have spotters. An agent of some 
company will start to develop a pros- 
pect. The spotter learns of it and in- 
forms his principal. If he can get a 
favorable response from the prospect 
for his man the spotter will get part of 
the commission. Dr. Simmons said that 
in many establishments and offices the 
spotter system has become a_ real 
stench. Spotters he says are not em- 
ployed by the legitimate part time men, 
but they are on the payroll of the whole 
time agent. He is in favor of outlaw 
ing spotters entirely. He thinks the svs- 
tem is a disgrace to the business. Dr 
Simmons says that he will employ as 
many legitimate part time men as he 
can find. 

In going over their records manv 
company officials sav that the new busi- 
ness coming from the part time agents 
ranges from 20 to 40 percent. Compa 
nies that are operating in the agricul- 
tural districts and small towns say that 
unless the part time men were working 
there would be mighty little business 
written 


MAY REORGANIZE COMPANY 


Stockholders of Northwestern Life of 
Winnipeg Seek to Put Concern 
Back On Its Feet 


WINNIPEG, MAN., Apr. 1.—The 
chief news in insurance circles in Winni 
peg this week has centered around the 
affairs of the Norfhwestern Life Assur- 
ance, the legislature, during dehate, hav- 
ing taken the matter up. From the 
statement of the provincial treasurer in 
the house, it anpears the superintendent 
of insurance for Manitoba had taken 
objections to the way in which the com 


pany was being managed in two re 
spects. One was the writing of sub 
standard risks by the company. the 


other that not enough funds were being 
invested in bonds, too much being put 
into mortgages. About ten days ago 
the superintendent of insurance received 
the annual report for 1923, and noting 
that the affairs of the comnany had not 
seemed improved, decided to recom- 
mend suspension of license. The ac- 
tion, however, resulting from the share- 
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CARBON MONOXIDE GAS 


WILL POINT OUT THE DANGER 





New England Life Companies Adopt 
Means to Carry Important Infor- 
mation to Policyholders 


At a recent conference of publicity 
representatives ol Massachusetts and 
some other New England life com- 


panies, a discussion arose in regard to 
the increasing number of deaths re- 
ported as due to carbon monoxide gas 


resulting from starting automobile en- 
gines in closed garages. The subject 


was recognized as one of general public 
weliare and it was thought that life 
companies could perform a service by 
instructing policyholders as to the dan- 
gers involved. 

Dr. Willis H. Hazard of New Eng- 
land Mutual Life made an investigation 
of the subject and recommended a 
method of “warning” policyholders in 
regard to this danger by printed notices 
which are now being sent to the policy 
holders of the several companies inter- 
ested. 

It is believed that this method of 
warning will be particularly effective as 
coming from the life companies and will 
result in conserving life. 

Dr. Hazard, in reporting on the char 
acter and dangers of this gas, said 

“Fumes from the exhaust of an auto 
mobile or other gasoline engines are 
poisonous, and have often caused death. 
The danger is due to carbon monoxide 
This gas is a product of combustion, 
and it does not exist until the engine is 
started. The degree of combustion de 
termines the amount discharged, but 
even under the best conditions enough 
is always liberated to poison the air to 
a dangerous extent unless ventilation is 
abundant. Tests have proved that the 
air of a small garage with doors closed 
will become lethal within three minutes 
Hence all repairs or adjustments on an 
automobile, that have to be made while 
the engine is running. must always be 
carried on in the open. 


“Furthermore, the danger from this 
and other gases, products of gasoline 
combustion, is not confined to small. 


private warages. It may and does exist 
in public garages, the ventilation of 
which is sometimes below the safety 
point. The same is true of stationary 
engines confined in buildings and cabins 
of boats And it must be remembered 
that the vapor of gasoline itself is 
poisonous and capable of causing 
death.” 


qunte 


holders’ meeting had rendered this step 
unnecessary 

In the meantime the shareholders have 
got together with a view of taking the 
company out of liquidation, and have 
formed the Northwestern Life Assur 
ance Company Shareholders’ Protective 


Association, and have made application 
for the removal of the interim receiver 
The provisional liquidators have been 


authorized by the judge to 
premiums in. the 


acct pt pay 
Northwest 


ments on 


I ife Assurance Le tters are now being 
sent out to shareholders urging assist 
ance in subscribing more capital, and it 


is hoped that in the course of a few 
davs enough money will have been sub 


scribed to reestablish the company on a 


firm footing under new management 
The company has on deposit with the 
provincial government. of Manitoha 


agaist $151,000 


surance act, 


$196 000 in securities, as 
required under the i 


Goes With Lincoln National 


L. T. Kalhbach., 
the Cleveland Life, 
the actuarial staff of 
tional Life. He is a 
University of Michigan 
cialized in mathematics and 
He is a man of high scholastic 
ments. 


assistant actuary of 
has resiened to join 
the Lincoln Na 
graduate of the 
where he spe- 
insurance 
attain- 











B. A. MILLER RESIGNS 


DISTRICT COMMISSIONER OUT 


Insurance Department Head Quits Fol- 
lowing Attack in Congress on 
His Administration 


\. Miller, superintendent of in- 
surance in the District of Columbia, ten 
dered his resignation to Commissioner 
Rudolph, following an attack made on 
him and his administration by Represen- 
tative Blanton of Texas in the minority 
report on the proposed insurance law 
for the District. Commissioner Ru- 
dolph, who requested Miller to resign, 
accepted the resignation without state- 
ment. Enmity between Rudolph and 
Miller has existed for some time due 
to certain charges that Miller has bor 
rowed money personally from several 


local agents and officials. 


Burt 


Congressman'’s Charges 


Blanton in his report charges Miller 
with malfeasance in office. He states 
that Miller solicited funds from local 
insurance companies to lobby the insur- 
ance bill through Congress. This sum, 
$4600, Miller states was expended on le- 
gal aid and printing. Louis A. Dent, 
local attorney, received $2,500 for his 
services in framing the bill, Printers of 
the various tentative bills received $1,- 
500 and miscellaneous expenditures used 
up the remaining amount. 

Blanton further charges Miller with 
holding bonds of the Federal Life, a 
colored concern, of $25,000 and collect- 
ing the interest from these bonds as it 
matured. These charges Miller denies, 
although he admits bolding the bonds 


Blanton attacks the “information bur- 
eau” formed by Miller as a “smoke 
screen” for the expenditure of more 


This bureau is for the collect- 
information regarding agents, 
and policies issued that would aid 
their administration in 


funds 
ing of 
risks 
companies in 
Washington 


Superintendent Miller's Statement 


Mr. Miller in his resignation to Com 
missioner Rudolph, said: 


The money received by me from the 
insurance companics to be used in the 
preparation of the drafting of the pro- 
posed code of insurance law for the Dis 
trict of Columbia has all been fully ac- 
counted for as the same passed throuch 
my hands A proper accounting has also 
been made of all moneys subscribed to 
the information bureau In this conne« 
tion, I wish to call the attention of th 
board to the fact that my action In seek 
ing subscriptions for both of these pur 
was known to the board and no 
obiection was made thereto 

The department having no funds avai 
ble for the purpose of drawing up on 
insurance code, it was necessary to appeal 
interested and this appeal was 
made as it had heen brought to the 
ittention of the hoard of commissioner 
of the District of Co 


to those 
only 
lumbia,. 
Ne Money Improperly Expended 


Not one 
was 


penny of the money subscribed 
expended; not one 
purpose of influencin: 
member of Congres 


mpronerly cent 
was used for the 


the ction of any 


either direetiy or indirectly Practica! 
ull the money expended was used for the 
cost f printing or professional leeal 
service 

The preparation of this needed legisla 
tior was t matter of great Interest to 
me T took pride in having prepared and 
ntroducing what T honed would be loo ? 
upon as a model code of insurance for 


this district 


I have no apology to offer for my act 


n seeking the aid of people experience 
in insurance law and the insurance field 
to assist me in mv work 


It is not true that I collected the 
terest of the bonds held by me for the 
Federal Life Insurance Company for my 
self Tt is true that one interest 
was sent to me. which T sent to the offi- 


chee) 


cers of the company This was done at 
once 
Harry Wiles has been annointed super- 


intendent at Bay City, Mich., for the 


Western & Southern 











| TRUTH ABOUT LIFE INSURANCE 


me Salient Facts Co 


ncerning the Legal 


Reserve Basis—An Exposure of the 
Falsity of the Statements Made in Issues 
of the “Dearborn Independent” 

By CLARENCE L. AYRES 


President American Life of Detroit 


N the issues of the “Dearborn Tnde- 
pendent” of Jan. 19 and 26 there 
appeared articles by one J. V. Nash 


n the subject of life insurance as trai s- 
acted in the 
Tnited 
States. 
The writer 


has not the 
pleasure of 
Mr. Nash's 
personal ac- 
quaintance, 
nor do we 
seem able 
to learn 
anything of 
any experi- 


ence he may 
have had to 
qualify him 
an ex- 
pert inform- 
ant on the 
subject 
treated. 
However, it 
is to be pre- 
sumed that his motives are good and 
that both he and the “Independent” 
believed they were rendering a service 
in the writing and publishing of these 
two articles. 


as 





cL. 


AYRES 


Compilation of Figures to 
Show Insurance Operations 


It will not be our purpose to deal 
with Mr. Nash’s many erroneous con- 
clusions and generalities concerning the 
life insurance business as conducted in 
America. If, however, he is sincere in 
his reference to the magnitude of the 
business as measured by premiums col- 
lected when he states, “Billion and Half 
in Premiums Paid in Year,” and then 
proceeds with the query—‘‘Where Does 
Big Money Go,” he may perhaps be in- 
terested in the subjoined compilation of 
facts as to the collection of premiums 
and distribution of benefits by 241 reg- 
ular legal reserve life companies trans- 
acting business in the United States in 
1922, as shown by the Spectator Year 
so0k—the same publication from which 
Mr. Nash states he had procured his 
figures. 

The companies included in these fig- 
ures constitute all of the regular old line 
legal reserve life companies in the 
United States writing exlusively ordi- 
lary or commercial policies, but do not 
include 45 companies writing so-called 
industrial insurance. The reason for 
excluding these 45 companies writing 
industrial insurance is that that business 
is peculiar to itself in that it carries a 
service in the collection of small weekly 
premiums which does not apply to com- 
panies writing reguiar or ordinary busi- 
and is therefore of a nature so 
peculiar to itself that it is not proper 
to include it in the business of regular 


ness, 


ordinary companies, without an _ elab- 
orate explanation of the service ren- 
dered. 


1922 Figures Are Shown 
for Commercial Businesses 


Turning again to the 241 regular com- 
panies, we find that during the vear 
1922 these companies had a premium 
income of $1,075,591,236; interest and 
rent receipt and other miscellaneous in- 
come of $336,761,135, and that their 


earnings from non-ledger items, such as 
increases in past due and deferred pre- 





miums, collected from  non-admitted 
items of previous years, increase in due 
and accrued interest, etc., amounted to 
$48,731,648, making the total income for 
the year $1,461,084,019, and that at the 
conclusion of the year these companies 
had an outstanding liability on an in- 
surance account of $39,557,051,825 of 
life insurance protection on 18,788,173 
policyholders. 

For this protection these interested 
indicated aggregating $1,075,591,236. 


We find that their premiums were distributed as folloW¥ 
Disbursed to policyholder beneficiaries for death losses. .$2 


Disbursed to policyholders for matured 
Disbursed to policyholders for annuities 


Disbursed to policyholders for cash surrender 
policyholders 


to participating 


Disbursed 
refunds 


Disbursed for taxes, departmental fees, et 


values of i 


Credited to reserves or cash 
holders’ account 


UNDERWRITER 


office and home to which the service is 
rendered. Putting it another way, the 
| gross profit (on $39,557,051,825 of insur- 
| ance in force) before deduction for in- 
terest on capital investment, losses on 
investments, etc., amounts to a fraction 
| over 26 cents per $1,000 of life insurance 
| protection afforded. Not so start'ing 
a sum as indicated in Mr. Nash's glar- 
ing headlines—*Where Does Big Money 


=99 





Go 


Says Addition to Surplus Need 
Not Be Interpreted as Profit 


It might be contended by some that 
| the item set aside as additional surplus 
security to policyholders of $105;:072,262 
(7.1 percent of premiums and earned 
income) is also earnings or profit on the 
business. This, of course, is not true, 
for the reason that a large part of it, as 
explained in the note accompanying this 
item, is replacement for losses in pre- 
vious years, but if this item of 7.1 per 
cent is added to the ($10,369,364) .7 of 
1 per cent of premiums and earned in- 
come, and all considered earnings, the 
total ($115,441,626) would amount to 
7.8 percent of premiums and earned 
income, not an unreasonable amount 


policyholders paid premiums for the year 








250,695.64 
endowments.... 





14, 24 
177,393,315 


215,341,874 
26,840,146 


for premium 
ndividual policy es % 
eeeeee 287,577,057 


Total amount disbursed to and credited to policyholders’ 


account 
collected) 


Leaving a debit balance against 
of premiums collected over 
to policyholders and taxes of (2/10 of 
paid) 


1922 was 


Total of balance of premium account and 


on invested reserves and capital assets.... 


Non-Ledger Items— 


Changes in asset's during the year rightly considered as 
Increase in past due and deferred premiums.........++-- $ 


policyholders’ 
disbursements, 


$1,073,606,715 


account 
credits 
1% of premiums 


$ 1,984,52 


Kas Seekers 4 are 336,761,135 
interest income 


income: 
20,345,698 


Non-admitted items of previous year such as agents’ SS ee 
balances, etc., paid during the year........-+-++eee5. 26,320,626 
Increase in all other items such as interest due and ae 
DOOTUMOE, GSE. veces ccencssscocesscves $e R6b 6 eRKOC es 2,065,324 


Total of balance of premium income, inte 


net increase in non-ledger items.... 





$ 48,731,648 
rest income and 
$ 387,477,304 


From these earnings the companies set aside additional 


surplus security to policyholders (7.1% 


and earned income) , ’ 
(Made necessary and advisable from 


of premiums 


the ravishment 


$105,072,262 


of surplus security funds depleted by war losses and 


the influenza epidemic and 
tality in the years 1918, 1919 and at 
1920.) 


Increase in claim liability during the year 


Increase in all other liabilities......... 


Less decrease premium refund set aside.... 


Net increase in all other liabilities...... 


Total charges against earnings......... 
Balance of premiums and earned income 


and disbursements for benefit of policyholders (18.6 


of total premiums and earned incom 
(Note—Gross profits on the business 
interest on capital account, losses 
and other fixed overhead charges ar 
We do not know of any 
on so small a margin as 18% 
penses, interest on invested capital, 1 
ments and other proper charges and 
to the business are taken care of.) 

Service Charges— 

Commissions, salaries and all other allow 





branch office and field employes (10.5% 


ployes, ete. (3.36 
other expenditures, printing, statio 
telegraph, investment expense, $86,11 
heretofore charged, $26,840,146...... 


All 


Total of service charges (17% of premi 
ES eee 


Balance to net profit, before deduction 
invested capital, losses on securitiie 
1% of premiums and earned income) 


Net Profit is 26 Cents Per 
$1,000 in Insurance in Force 


It will be recalled that we are dis- 
cussing 241 regular old line legal re- 
serve life companies, whose insurance 
service for the year extended to 18,- 
788,173 homes and offices and aggre- 
gated insurance protection of $39,557,- 
051,825, so that the amount ($10,369,364) 
carried to net profit before deduction 
of interest on invested capital, losses 
on investments, etc., amounts to the 
sum of a fraction over 55 cents per 


its resulting 


business that 
gross profit before ex- 


of premiums and earned income).. 


high mor- 
least a part of 


2,265,559 








aT 


6,952.2 


114,290,118 


after all credits 
e) a 273,187,186 
before expenses, 
on investments 
e taken care of. 
is operated 


osses on invest- 
hazards incident 


ances to agents, 
of premiums 
‘ $154,652,849 
48,891,265 
nery, telephone, 
3.854, less taxes 
caeseew ie wen tenn 59,273,708 





262,817,822 


of 


8, etc., 


on 
of 


interest 
(7/10 
$ 10,369,364 


when the magnitude of invested re- 
sources of over six bi'lion dollars is 
taken into account. 


Comparison Is Made with 
the Ford Motor Company 


The Ford Motor Company, for in- 
stance, on an original investment of 
about $100,000, and present asset re- 


sources of over $400,000,000 (all accre- 
tions from earnings) showed a net profit 
last year of over $140,000,000. It might 





be argued by some that this was an un- 
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reasonable and unfair profit, with which 
contention the writer would not agree 
when account is taken of the magnitude 
of the service rendered by the Ford 
Motor Company, as we believe it car 
be shown that Ford’s percentage profit 
on volume of service rendered and busi- 
ness done is substantially below that oi 
other similar transactions. Yet the fact 
remains that Ford as a single enterprise 
with invested asset resources of only a 
little over $400,000,000 made consider- 
able more net profit in a single vear than 


did the combined 241 life companies 
with several billions of invested asset 
resources, even 1f admission 1s made 


that the 105 millions replacement secur- 
ity surplus to protection of policyhold- 
ers can properly be called earnings. 


Nash Endeavors to Get 
at the Technical End 


In second article 
comes more technical 
to discuss rate making, in which is dis- 
played the same degree of lack of com- 
prehensive understanding that is shown 
in discussing premium charges and the 
financial and business operations of the 
companies in his first article. 

This second artiele of his carries the 
rather startling heading that—“Life In- 
surance Rate Juggling Costs Millions.” 
Since we have heretofore seen some- 
thing of the distribution and the pay- 
ment of most of these “millions” to the 
policyholders themselves, it would seem 
unnecessary to enter upon a lengthy dis 
cussion of the many fallacious assertions 
and conclusions Mr. Nash makes in this 
second article. Suffice it to say that 
he seems to have no understanding of 
the principles involved in arriving at a 
scientifically and mathematically just 
rate of deposit required to mature the 
several policy forms discussed. 

Mr. Nash’s reference to the American 
Experience Table death rate at age 35 
as being 8.95 is the same old fallacious 
theory that has sent hundreds of fra- 
ternal societies and stipulated premium 
organizations to an ignominous grave 
curing the past century. The realiza- 
tion of its fallacy has brought their sur- 
vivors to the adoption of an adequate 
rate of !ate years. It ignores the fact 
that this mortality at age 60 has in- 
creased to 26.69; that at age 70 it has 
increased to 61.99; that at age 80 it has 
increased to 144.47; that at age 90 it 
has increased to 454.54, and that at age 
95 on the same table it has increased to 
1,000. It is to avoid this increasing rate 
that an adequate reserve must be main- 
tained in order that either the policy 
may mature as an endowment, become 
paid.up at a definite time, or at best 
maintain a level premium throughout 
life. 


} 
be- 


Mr. Nash 


and undertakes 


his 


Erroneous Conclusions as 
to Term Insurance 


Mr. Nash seems to conclude that term 
insurance will fit all the needs of life 
insurance service. In this, of course, he 
ignores the wishes of many insurers to 
purchase their policies the same as they 
would any other property and pay for 
them in the form of annual deposits 
with a definite understanding that in- 
terest wil! be credited to their net de 
posits at the rate of 3% or 4 per cent 
and that when these net deposits, to- 
gether with interest accretions, amount 
to the principal sum of the policy, the 
pronerty thev have been several years 
paying for then comes into their pos- 
session at an agreed and stipulated time 
in their lives. Life insurance is the 
only property that a man can buy in 
this wav and at the same time have his 


undertaking or engagement underwrit- 
ten in the form of a guaranty of its 
delivery to his familv, free of incum- 


brance, in event of his death. 


Life Insurance Protection 
Carried to Uttermost Parts 


The 241 American companies had as- 
sets Dec. 31, 1922, aggregating $6,069.- 
755,241. The outstanding insurance ac- 
count amounted to  $39.557,051.825 
These companies maintained an organ- 
ization and _ branch office _ service 
throughout the country which during 
that vear extended the benefits of life 
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insurance protection to 2,892,927 Amer- | 
ican homes, carrying new life insurance | 
protection written for that year amount- | 
ing to $7,160,327,248., 

This enormous business and the de- | 
tailed service it entails is carried on and | 
conducted for the small consideration 
above referred to. No other business in 
the world is conducted on so smal! a 
margin of either expense or net profit 
as is life insurance. While we have 
neither the space nor the time to make | 
elaborate detailed comparison, life in- 
surance can successfully challenge com- 
parison of profit, on volume of, business 
transacted, with the railroads, banking 
and agriculture, which three industries, | 
together with life insurance as a fourth, | 
constitute the largest industries of the 
country. 

No thoughtful man engaged in enter- 
prise, whether he be identified with 
farming, banking, commerce, manufac- 
tory, transportation, etc., wou!d think of 
creating obligations in anticipation of | 
his own future activity or carnings with- 
out protecting that obligation with life 
insurance coverage. Life insurance then 
sustains and supports and makes pos- 
sible the carrying on of modern enter- | 
prise by underwriting the greatest busi- 
ness and domestic asset of all—the pres- 
ent worth of human life and thus has 
become one of the great institutions of 
civilized man 

When the war came on, with its re- 
sulting increase of cost of labor and 
taxes and materials, indeed, of every- 








| brings it Back to him in the 


LIFE 


would do well to turn his attention to 
the real ills of American business and 
to try to help in a coftstructive way to 
lighten this burden under which all in- 
dividual and corporate enterprise is 
struggling. He would do well if he 
would proclaim to the farmer the proc- 
esses of taxation that the hide on his 
critter in the field goes through which 
i torm of 
$5 and $6 shoes, instead of $2 and $3 
shoes as formerly 

In the first place, he (the farmer) 
is taxed on the land on which this 


| critter feeds and lives and grows. He 


is then taxed on the critter as personal 
property He is again taxed on the 
income he makes when he sells the 
critter to the local dealer The local 
dealer is taxed on it as property on 
hand, and again on the profit he makes 
when he sel!s the critter to the packer 


| The packer is again taxed on both prop 


erty on hand and on the profit he makes 
when he sells the hide to the tanner. 


| The tanner is taxed on both stock on 


hand and the profit he makes when he 
sells to the manufacturer The manu- 
facturer is then taxed both on stock on 
hand as personal assets and on the profit 
he makes when he sells his shoes to the 
jobber. 

The jobber is again taxed on both 
his stock on hand as assets and on the 
profit he makes when he sells to the 
dealer The dealer is again taxed on 
both his stock on hand as assets and 
on the profit he makes when he sells 


H| Magazine readers were given a good example of fallacious reasoning 
| and half-baked impressions of a great business recently when the “Dearborn 
Independent,” owned by Henry Ford, came out with a couple of contribu- 


tions from J. V. Nash on life insurance. 


According to Mr. Nash, life insurance 


|| could not justify itself under the modern system. Life insurance men were able 


to poke holes through the entire contribution. 


It was evidently written bya 


man whose heart was honest but did not know enough about his subject to 


interpret it correctly to the public. 


Therefore the “Dearborn Independent” 


did a great injustice to life insurance. President Clarence L. Ayres of the 
American Life of Detroit in an illuminating and conservative contribution 


points out the weak spots in the so-called “expose”. 


President Ayres has 


done a good piece of work and has rendered the cause of life insurance a 


real service. 


thing that every business had to buy in 
connection with the maintenance of its | 
organization and operations, life insur- 
ance was about the only American busi- | 
ness that did not increase its charges | 
to the public to cover the extra cost of | 
operation. It met the situation by re- 
organization and coordination of its de- | 
partments on a basis of greater effi- | 
ciency and economy. When the war | 
taxes came on, with all of their tremen- | 
dous burden, life insurance did not pass 
this tax on to its patrons, and it stands 
unique and alone among American 
business institutions in this respect 


Burden of Taxation on 
Life Insurance Companies 


In the report of 
1922 of the 241 life companies in the 
aggregate, in the beginning of this arti 
cle, we saw that the margin of premium 
other than those disbursed and credited 
to policvholders and paid for taxes was 
something less than $2,000,000 on an 
aggregate premium income of upwards 
of $1,075,000,000, or a little less than 
.2 of 1 percent. We also saw that the 
state and federal taxes paid by these 
companies for that year amounted to 
$26,840,146, or over 13 times the margin 
of premiums used by the companies to 
help pay for service to policyholders, 
and 258 percent greater than the amount 
($10,369,364) retained by the companies 
for net profit and interest on invested 
capital and losses on securities. The 
taxes of our own company for 1922 were | 
over 54 percent of our capital structure | 
for that vear 

If the patrons of life companies ever 
come to a full realization of how their 
own thrift and foresight and solicitude 
for their business obligations and for 
those dependent upon their care is being 
burdened and levied upon through 
every conceivable form of tax, there 
will he trouble ahead for certain brands 
of politicians and wouldbe statesmen that 
have become so plentiful in our midst | 


Nash ! 


disbursements for 


during the last few vears. Mr 


these shoes to the consumer. If in each 
of these instances the taxes that these 
various industries pay in the handling 
of this particular hide of the critter the 
farmer raised shou!d amount to over 13 
times the margin of net income they 
receive from the public, and is 258 per- 


cent greater than the margin of profit 


they made on their transactions, me- 
thinks the shoes would likely come back 
to the farmer at a considerably greater 
price than $5 or $6 per pair. The proc- 
ess we have described for the hide of 
the farmer's critter is true of its entire 
carcass, and of every article raised or 
manufactured or dealt in by all industry 
in America 


Insurance Companies Are 
Subject to Heavy Tax 


Insurance companies are, in their 
domicile, levied upon and pay all the 
forms of tax to which other enterprise 
is subjected, such as state, county, mu- 
nicipal, corporation, and the federal in- 
come tax. In addition thereto, they 
must pay a franchise tax or customs 
duty to the several states for the priv- 
ilege of engaging in their interstate 
transactions. 

The United States is, within its con- 
tinenta! boundaries, composed of prac- 


| tically 48 nations (states) without cus 


toms barriers for the interchange of 
trade and commerce, except as to insur 
ance. State insurance departments are 


| necessary and have accomplished much 


to maintain the solvency and high stand- 
ard of financial integritv of insurance 
companies, but under what princinvle of 
law or equity there has been linked with 
these state insurance departments the 
heavy burden of tax imposed by the 
laws of several states for the privilege 
of engaging in these interstate trans- 
actions when they make no such cus- 
toms levy on other business or trade or 
commerce, is beyond the comprehension 
of all who have given the matter 
thoughtful consideration. 
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Michigan Mutual Life Building 


Age 


Age is a striking factor of utmost importance to a 
life insurance institution. It is a good indication of 
future activity for upon past performance are we all 
judged. 

In that respect the Michigan Mutual Life is'admirably 
equipped. It was Michigan’s first life insurance com- 
pany, organized 57 years ago. The rich experience 
of over a half century of business life gives the Michi- 
gan Mutual agent a decided advantage. He repre- 
sents a company of proven reliability. 


Michigan Mutual Life Ins. Co. 


J.J. Mooney, President A. F. Moore, Secretary 
Geo. B. McGill, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 














The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P. O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bidg. 


Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 
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Splendid Agency Opportunities 


Now Open in 


Milwaukee, Wis. 
Fort Dodge, lowa 
Norfolk, Nebr. 
Charlotte, N. C. 
Waynesburg, Pa. 
Madison, Wis. 
Bloomington, III. 
Trenton, N. J. 
Parkersburg, W. Va. 
Waco, Texas 
Dayton, Ohio 
Knoxville, Tenn. 
Trinidad, Colo. 
Terre Haute, Ind. 
Bakersfield, Calif. 
Muskogee, Okla. 
Pendleton, Ore. 
Bellingham, Wash. 
Tucson, Arizona 
Traverse City, Mich. 
Ogden, Utah 
Livingston, Mont. 
Albuquerque, N. Mex. 
St. Louis, Mo. 





When the Robin Sings 


When bright days open to new 
charms the country highways and 
loosen the icy grip of winter from 
the heart of the city chap, you will 
start a renewed campaign for 
business. 


You are ready to turn new leads 
and new sales reasons into new 
policyholders if you have been 
gaining these leads and building 
sales plans through an active win- 
ter campaign. You only shift 
your attack and put new power 


behind it. 


There was no let down in the 
winter campaign of The Lincoln 
National Life Insurance Company. 
The line-up of prospects was shifted 
for certain territories and the sales 
volume kept at a high level. 


Lincoln National Life salesmen 
maintained their confidence in the 
high service ambitions of their 
Company and are going into their 
spring campaign with renewed 
vigor. All-the-year-round co- 
operation from their Company has 
convinced Lincoln National Life 
salesmen that it pays to 


(LINK UP ()wirw THe @) LINCOLN) 


The 


Lincoln National Life 
Insurance Company 


‘*Its Name Indicates Its Character”’ 

















Lincoln Life Building Fort Wayne, Ind. 


Now More Than $300,000,000 In Force 
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WOULD ALTER SYSTEM 





PRESENT PLAN ANTIQUATED 





General Agent Suggests That Life 
Companies Take Steps to Change 
the Method of Examinations 





A prominent genera! agent in a large 
city expressed the view to THE Na- 
TIONAL UNDERWRITER that the present 
system of medical examination by life 
companies is antiquated, cumbersome 
and unsatisfactory. He added that in 
days gone by when there was less busi- 
ness written, and the cities were 
smaller, the plan used by the companies 
was more efficient. He thinks that in 
the large cities particularly, a change 
should be made to meet the new de- 
mands and to make the applicants for 
life insurance feel more comfortable 
regarding their examinations. 


Most Dismal Room Selected 


According to the present method each 
agency arranges for its examination. 
The agency in a larger city may have 
three or four examining physicians’ 
services available. There is usually a 
little room set apart in a general agency, 
dark and uniniviting, where the exam- 
ination is made. It is for the most part 
the most dismal room in the office. Fre- 
quently a physician is called to go to 
the office of the applicant, where the 
facilities for making the examination are 
not adequate. Sometimes an applicant 
is induced to go to the doctor’s own 
office, where the facilities are more sat- 
isfactory. Frequently it is impossible to 
get the physician at the time which suits 
the convenience of the applicant. There 
is necessarily much telephoning. The 
applicants in some cases get peeved. 

Small Agencies Handicapped 

When the agency is a small one, the 
inconvenience is still greater. Some 
small offices are considerably handi- 
capped by lack of facilities and the fact 
that they probably have only one doctor 
available. According to the general 
agent interviewed, the existing system 
has not been revised since it started. 
The cities have grown larger, the dis- 
tances greater and the medica! require- 
ments more exacting. As companies 
have stretched their limits they require a 
more searching examination. Companies 
want an examination made by at least 
two physicians on a large policy. Where 
a big line of insurance is written and 
the excess is brokered many companies 
want their own physicians to make an 
examination. This means that a man 
applying for a large policy may have 
to be examined by ten different doctors. 
Some companies require reports from a 
standard laboratory, especially urinaly- 
$1s. 

Would Have Central System 

The recommendation made by the 
general agent is that in the large cities 
there be established a medical labora- 
tory in charge of expert examining phy 
sicians equipped with a!] the facilities 
necessary to make a better examination 
for life insurance companies and that all 
applicants be sent to this laboratory for 
examination. There would be a staff of 
men on hand all the time to make the 
examination so there would be no delay 
Applicants could go to the laboratory 
or its branches to be examined and all 
the tests would be made from a single 
center. 

The tife insurance companies natur 
ally would want to have in charge phy 
sicians of great repute who would see 
to it that the examinations were made 


satisfactorily. A system of this kind 
would not be practical in a small town 
or even in a moderate sized city The 


large cities, however, this general agent 
holds, should have facilities of this kind 
in order to expedite the medical exam 
ination, make it more efficient. more 
comfortable, satisfactory and scientific. 
He feels that this is one way in which 
economies can be introduced and med- 
ical examinations be made with greater 
efficiency than they now are. 
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NEW ILLINOIS COMPANY 





MID-WEST LIFE IS CHARTERED 





Organization Plans Call for $500,000 
Capital and $500,000 Surplus, F. R. 
Warner Being in Charge 





An additional life company has been 
chartered by the Illinois insurance de- 
partment, with headquarters in Chicago, 
the newest addition to the list being a 
$500,000 company which is being or- 
ganized under the leadership of F. R. 
Warner, a life insurance man of 13 years 
experience. The company is chartered 
as the Midwest Life of Chicago. It will 
have capital of $100,000 and surplus of 
$1,000,000, 2,000 shares of stock selling 
at two for one to accumulate this sur- 
plus. Organization plans are now being 





F. R. WARNER 
Organizing Midwest Life 


worked out, so that it is too early to 
definitely state when the company ex- 
pects to write business. 
Warner Heads Organization 

Frederick R. Warner, who is organ- 
izing the company, has been in the life 
insurance business for 13 years. He 
was with the Northwestern Mutual for 
six years and with the Travelers for 
seven years, carrying a rate book and 
attaining a position as one of the lead- 
ing producers with the Travelers. He 
was a great advocate of monthly prem- 
ium business. Mr. Warner is a grad- 
uate of Beloit College at Beloit, Wis.. 
and his business career was spent in Chi- 
cago. 


Billfolds Aid Sales 

Agents who consider such things as 
billfolds, pencils, calendars, etc., fur- 
nished by their companies as so much 
junk from a sales angle should consuit 
Mrs. M. R. Weyerick of St. Louis, agent 
for the Central States Life, and learn of 
the possibilities of a mere 10-cent bill- 
iold. 

“Send us the names and addresses of 
25 of your prospects and a check for 
$2.56. It may get you some sales and 
it is sure to create a friendly feeling 
toward you,” the sales planning depart- 
ment of the Central States advised 
agents. Mrs. Weyerick complied with 
the request and three applications total- 
ing $44,000 from one family resulted. 
She still has several other deals hang- 
ing fire. 


Medical Section Meeting 

The annual meeting of the Medical 
Section of the American Life Conven- 
tion will be held at the Hotel Traymore, 
at Atlantic City, June 4-6. Dr. Henry 
Wireman Cook, vice-president and med- 
ical director of the Northwestern Na- 
tional Life of Minneapolis, is chairman 
of the section. 











MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 

Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be d i 

and held in Trust by the Insurance Department of the State ieee ” neue 

Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 

H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 

















AMERICAN 
CENTRAL 





LIFE 


Insurance Co. 


INDIANAPOLIS 
Established 1899 


HERBERT M. WOOLLEN 
PRESIDENT 














STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contrect that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 
Indianapolis, Indiana 














8 





THE NATIONAL 


UNDERWRITER 


April 3, 1924 














SHOW SHARP INCREASE 
GIVE INDUSTRIAL STATISTICS 


Accidents in the United States Last 
Year Tabulated by the National 
Safety Council 


A 20 percent increase in industrial 
accidents in the United States in 192 
is estimated by the National Safety 
Council from Statistics collected from 
states, insurance agencies and industrial 
concerns. Industrial accidents reported 
by only nine states—lIllinois, Indiana, 
Wisconsin, Massachusetts, New Jersey, 
Delaware, Washington, Oregon and 
Pennsylvania—totaled more than 500,000, 
an increase of approximately 100,000 
over the previous period, with 4,112 fatal 
accidents in the periods reported for in 
eight of the states as against 3,726 for 
the year preceding. 

The total for the year is estimated at 
3,000,000 accidents, of which 23,000 were 
fatal and 115,000 caused permanent dis- 
ability. The total cost is estimated at 
more than $1,000,000,000, Increased 
production, many new employees and a 
let down in safety interest by both em- 
ployees and employers are held as fac- 
tors in the 1923 experience. In the face 
of the general increase many steel 
plants, public utilities, mines, railroads, 
automobile and general manufacturing 
concerns made excellent safety records 
last year. 


Ohio Mortality Statistics 


The death rate among men in Ohio 
is greater than that among women, re- 
ports just compiled for the five-year 
period, 1918-1922, show. In that period, 
220,933 men died and 175,589 women 
died. In every year the death rate 
among men was the higher. 
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| NEW YORK LIFE GIVES SOME THOUGHTS 


HE New York Life bulletin gives 
some excellent thoughts on life in- 
surance soliciting. It says: 

A New Orleans agent writes as fol- 
lows: “I find it very difficult to do a 
day’s work in the imsurance business, 
and, although I have sold $41,500 worth 
of insurance in two months and a half 
I am not satisfied. Could you suggest 
how I can keep in prospects and do a 
full day’s work each and every day? I 
would be certainly glad to get this help.” 

In the first place our friend should be 
distinctly encouraged. He has done un- 
usually well. At that rate he has in 
the neighborhood of $200,000 in sight. 
And it is well that he is not “satisfied.” 
That is one of the most promising fea- 
tures in his case. Dissatisfaction leads 
to improvement. We hope he stays not 
satisfied. Now as to prospects. We 
have often wondered, when a man 
leaves a wholesale or retail establish- 
ment, whether he ever goes back and 
tries to write those people. One of our 
men, Mr. Kohn, Central branch, in his 
2 years with us, has written 43 policies 
on people in the corporation he was for- 
merly with for $164,500, and in addition 
has placed $42,000 on employees who 
left the corporation since he did. Per- 
haps our friend has some such connec- 
tion which he can use as Mr. Kohn did. 


* * * 
A good agent in Lawrence, Mass., 
learned that a real estate man was 


building an apartment house for about 
$130,000. He impressed on the man the 
uses that life insurance could be put to 
in such a situation, and the man, taking 
$20,000, says: 

“T had felt that my family was secure 
with the life insurance protection I had. 
You have shown me the light and I am 
grateful. The buildings I now have 





ON LIFE INSURANCE SOLICITING | 





under construction aggregate an expen- 
diture of $175,000. When you explained 
how insurance would stabilize my busi- 
ness through the next few very impor- 
tant years you changed my perspective. 
I grasped the importance of your serv- 
ice. If I should pass qut my wife will 
now be financially able to not only liqui- 
date pressing obligations, but continue 
to successful conclusion the work now 
under way.” Almost any real estate 
man presents similar possibilities, does 
he not? 
*x x 

Our friend must know many par- 
ents with children irom ten to fourteen 
inclusive who were recently admitted to 
insurance with us, a golden opportunity 
that should not be overlooked with the 
new rates in your hands, proportion- 
ately lower than at age 15. One of our 
fieldmen in Oklahoma has written more 
than twenty such policies on the lives 
of youngsters from 10 to 15 years of 
age. If one agent can write 20 cases 
in 10 or 15 days, on this new policy 
alone, every agent should be able to 
write a dozen or more right in his 
home town. “Teach a youth economy,” 
said Andrew Carnegie, “and you have 
started him on the road to success.” It 
is easy to convince a father or mother 
of the wisdom and propriety of starting 
sons and doughters on this splendid 
highway. 

Here are some thoughts that occurred 
to Earl Bewley of Oklahoma, that will 
particularly appeal to parents of sons 
between 10 and 15, and to age 21 as 
well. A father wishes to give his lad 
every advantage possible to fit him for 
his battles with the world. The rates on 
the new policy are so low that he will 
not feel as a burden an annual premium 
of from $15.94 to $17.08 ordinary life, 


or $25.63 to $26.98 twenty-payment life. 
In fact many parents have already 
bought $5,000 and $10,000 policies at 
much higher rates. 

Nothing creates better a spirit of 
thrift and savings in a young man or 
woman than a policy, giving them in- 
surance and savings besides. A father 
can start his boy in this way, teaching 
him the habit of systematic thrift, and 
when the policy matures the cash or a 


paid-up policy is available at an age 
surance at far higher rates. The lad 
will have a nest-egg and will thank his 
father for starting him on a plan that 
. 
Father ond Six | Ste Sone 
Are All Engaged in 
Life Insurance Work 
nouncement that he had gone into 

* the insurance business at 52 Van- 
derbilt avenue, New York, with his 
Thorsen & Thorsen, marks the entrance 
“i? that field of the sixth son of James 

Thorsen, life insurance man of Chi- 
sons in the last four years have gone 
from other businesses into insurance. 
Under the title of James B. Thorsen & 
more, Waldo, Ralph and Theodore 
Roosevelt, conduct a life insurance busi- 
ness together. The new New ‘York 
general insurance. 

Thorsen & Thorsen have already to 
their credit a $1,000,000 policy on the 
the board of the Philadelphia Rapid 
Transit Company. 

J. Mitchel Thorsen has been adver- 
zine,’ later publisher of “Cosmopolitan 
Magazine,” and in the last few years 
has been engaged in public relations 





when other people are just buying in- 
may change the whole te whole tenor of his life. 

MITCHEL THORSEN’S an- 
brother George, under the name of 
cae to follow in his footsteps. Three 
Sons, the father and four sons, Ken- 
firm of Thorsen & Thorsen will write 
life of Thomas E. Mitten, chairman of 
tising manager of “Metropolitan Maga- 
work. 








he Columbian National 
ife Insurance Compan 


BOSTON, MASS. 


New Low Rates ' 


Full Commission to Age 66, Inclusive 


Non-Forfeitable Renewals 


Other Attractive Inducements Make it Worth While 


to Consult 


W. W. TATE, General Agent 
208 South La Salle Street 


CHICAGO 
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ARRANGE FOR MEETING | 


GO OVER LOS ANGELES PLANS 





Executive Committee of the National 
Life Underwriters Association Dis- 
cussed Features of the Program 





NEW YORK, Apr. 2.—At the recent 
meeting of the executive committee of 
the National Association of Life Under- 
writers held in this city, the program 
for the annual convention at Los An- 
geles was gone over, a tentative form 
being approved. Edward A. Woods of 
Pittsburgh is chairman of the program 
committee. The general scheme calls 
for four morning sessions, the after- 
noons being spent chiefly in sight see- 
ing. The National Association will ar- 
range a sectional meeting for one af- 
ternoon and other groups may get to- 
gether to talk over any subject desired. 
There will be some cases discussed but 
more preparation will be given them 
and perhaps an opportunity for discuss- 
ing the presentation of a case from the 
floor will be given members. The com- 
mittee is keeping away from set 
speeches but it feels that it can not rely 
on spontaneous discussion unless lead- 
ers have prepared the way. 


Huebner Talks Over Course 


Prof. S. S. Huebner of the Wharton 
School of Commerce of the University 
of Pennsylvania appeared before the 
committee and recommended a life in- 
surance course in college that would 
more perfectly fit a man than the pres- 
ent short courses now given. It is his 
plan to organize a course covering per- 
haps three years in which not only life 
insurance will be studied but subjects 
relating to the business will be taken up. 
In other words, a pupil will be given not 
only a professional life insurance train- 
ing, but his outlook wil be broadened by 
going over fields that have a distinct 
bearing on the work of the agent. This 
would put life insurance in the same 
category ot other business courses. 


Large Group Policy Issued 


A large group life policy has just been 
placed with the Metropolitan Life by 
the Holt Manufacturing Company of 
Peoria, I. The policy affords life in- 
surance protection totalling $1,600,000 
to 1,300 employes of the Holt Company, 
which is engaged in the manufacture of 
tractors. These workers are contribut- 
ing a share of the premium with the 
company. A graduated scale of protec- 
tion is provided for, workers of the 
ranks receiving life insurance of $1,000; 
assistant foremen $2,000; superintend- 
ents, office employes and _ foremen, 
$3,000; plant superintendents and de- 
partment heads, $4,000, and executives, 
$5,000 each 

All the employes and officials of the 
Holt Company's Peoria plant are elig- 
ible for this insurance. Future em- 
ployes will be privileged to apply for it 
after three months of employment. 


Plan for Exhibits 


Through the courtesy of the National 
Surety space has been assured in its 
home ofkce, New York City, for the 
assembling and display of the advertis- 
ing exhibits of the members of the 
Insurance Advertising Conference who 
compete for the Phoenix Mutual Life 
trophy. 

The exhibits will be inspected during 
the latter part of May or early in June 
by the committee of award: Festus J. 
Wade, president Mercantile Trust Com- 
pany, St. Louis: E. T. Meredith, pub- 
lisher of the Meredith Publications, Des 
Moines, and P. L. Thomson, publicity 
manager Western Electric Company, 
New York City. and president of the 
Association of National Advertisers. 

It is the plan of the Insurance Adver- 
tising Conference to display the exhibits 
of the winning contestant at a subse- 
auent meeting of the members some 
time this fall. 


© 











Affirmation of Agency Policy 


PALIC 


For many years our Company has striven to de- 
velop its Field Organization by attracting to the 
business, men and women not presently engaged 
in Life Insurance work, rather than to secure agents 
who are connected with other Life Insurance 
Companies. 


The success of our plan is best demonstrated by the 
progress of the Company and has resulted in a pro- 
ortionate record of achievement that we believe 
as not been excelled by any American Life In- 
surance Company. 


In furtherance of our plan of securing agents we 
invite the attention of readers of The National 
Underwriter to our advertisement appearing in the 
April issue of the American Magazine. This is the 
first of a series of advertisements which will appear 
in magazines of national circulation. 


We believe that the policy of the Pan-American in 
inaugurating a national campaign of this character 
will appeal to all Life Insurance men and will di- 
rectly and indirectly benefit the business as a whole. 


Particulars concerning the further constructive 
plans of the Pan-American will be announced in 
future issues of The Underwriter. 


(Signed) E. G. SIMMONS, 


Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 


Assets over - - - - §$ 13,000,000 
Insurance in Force over $110,000,000 
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MR. AGENT! 
Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 


¢ Agency in its HOME STATE for 
t 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST.CK! WRITE THE HOME OFFICE 














——“— 





Stephen M. Babbit 
President 


Hutchinson, Kansas 








$$$ California $$$ 
CALLS YOU 


to come and live a prosperous and 
happy life in the Sun-Kissed, ocean- 
washed, mountain-girded Land of 
Enchantment, on the golden shore of 
peace. Every day is a galaxy of joys, 
the climate is like the breath of love, 
and truly it is here in this wonderland 
that you will find the gold at the end 
of the rainbow. The insurance busi- 
ness is 30% better and 75% EASIER 
TO WRITE here than in the old, 
conservative, less-progressive country 
where you now are. If you want to 
live in this magic land, building a 
prosperous business of your own un- 
der a big FIRST YEAR and LONG 
RENEWAL _ commission contract 


with the high-powered SUNKIST 
agency of the CENTRAL LIFE 
ASSURANCE SOCIETY, DES 


MOINES, IOWA, that furnishes you 
live prospect leads, financial assist- 
ance, interested and helpful encour- 
agement, and TEACHES you 
SALESMANSHIP write at once to 

WM. H. CARTER, GENERAL 

AGENT 
1115 Lane Mortgage Bldg., 
Los Angeles, California. 


(Honestly It’s The Best Policy) 














no man because he has to work. 


T pity 
will work. I 


If he is worth his salt, he 


envy the man who has a work worth 
doing and doing it well. There never 
has been devised, and there never will 


be devised, any law which will enable a 
man to succeed save by the exercise of 
those qualities which have always been 
the prerequisites of success—the quali- 





ties of hard work, of keen intelligence, 
of unflinching will.—Roosevelt. 








HUMAN ASPECTS ARE GIVEN 














Factors That Life Insurance Salesmen Must Take 
Into Account in Their Approach to Prospects 
—How Individuals Are Affected by Argu- 


ment 


By PROF. HERT H. HESS 
Head of Merchandising Department, Wharton School, University of Pennsylvania 


Your sales talk aims to preserve through 


Ta E first two essential requirements | human failings pertaining to the future. 


of successful insurance selling are: 
to know your product; sec- 
ond, to know yourself. As we come to 
know insurance as a product; as we 
come to appreciate the accuracy of its 
mathematics, insurance comes to mean 
a proposition which, entering the storm 
and stress periods of individual life, 
gives comfort, dignity and happiness. 


first, 


process of humanity. It is a preventive 
measure against the disintegrating mind 
and body experiences of the race. In- 
surance envisages the inevitable periods 
of tragedy, suffering and distress which 
overtake us simp!y because we are 
mortals. When trials and troubles come 
—as come they will—the paternalism of 
insurance is ever ready to extend a help- 
ing hand, As insurance salesmen it is 
our task to break through the period 
of life when robust health and security 
are strongest. It is our task to compel 
our prospect to face the fact that “with- 
eut vision the individual perisheth.” 
When men and women are in the prime 
of life, enjoying health and happiness, 
it is difficult to realize that the future 
holds in store 
to break and destroy the present picture 
of peace, success and ambition. 


Struggle Against Insurance Is 
Struggle Against Wisdom 


I would say that insurance has come 
to mean the wisdom of the human r: ace 
put at the service of the individual in 
order that his life from the cradle to 
the grave might be protected and safe- 
guarded against the unknown and un- 
certain. 

An insurance policy should be 
by impre ssing upon the prospect’ s mind 
the fact that its purchase is related to 
values seen and unseen, predictable and 
unpredictable with respect to his entire 


sold 


life. A policy looks beyond imme- 
diate facts, and shows its value as 
having relation to larger and more dis- 
tant values. The far reaching scope 


of insurance relates to moments of per- 
sonal distress when death has laid the 
worker low. It relates to those human 
experiences when money is necessary to 
buy a home or money is needed to send 
the son or daughter to college. It may 
relate to that time when a_ business 
needs to be saved or protected. Suc- 
cessful salesmen are those who 
the ability to get the prospect to sense 
the experiences which time is likely to 
bring. The successful salesman is he 
who establishes a vision so propelling 
as to compel the prospect to feel that 
he is going against the parenthood and 
wisdom of his generation by refusing to 
accept the stipulated advantage of an 
insurance policy. 


Insurance as an Interpreter 
of Human Experiences 


In selling insurance, your own ex- 
periences and the experiences of others 
should be brought to the mind of your 
prospect in a convincing 
is your task to bring pictures of the 
actual service which insurance has 
brought to. others into the present life 
of the prospect. Your other task is 
to force conviction regarding ‘ne inse- 
curity of the present as a result of the 
past which compels your prospect to 
think of the future. In a broad sense 
you are educating your prospect with 
respect to experiences of the past, false 
illusions of the present and average 


experiences so pitiless as | se 
| lite through a contractura! relation with | 
| respect 


| 


have | 


time, individual independence, security 
and happiness. Every normal human 
being feels these elements as vital to 
life itself. Insurance salesmanship has 
to bring home the fact that, due to the 
inevitable pressure of change in the 
affairs of hfe, these notable attributes 


| will be lost if not protected. 


Insurance probes deeply into the soul | Everyone Must Seek Pro- 


tection on Definte Points 


The purchaser of an insurance policy, 
in the purchase of that policy, is buying 
the experiences of the human race with 
respect to his own future self-preserva- 
tion. Past, present and future of one’s 
life must be forced into conviction that 
modern intelligence demands consist- 
ency. To be consistent means that 
every normal man and woman will be 
compelled to seek protection at certain 
definite points. The process of selling 
this idea of conviction to a prospect is 
to bring such pressure as to compel him 


to see that insurance companies alone 
have specialized in seeing to it that 
every dollar turned into its treasury is 


set to work scientifically to protect his 


to the vicissitudes of his 
vidual life. 

In a world of incessant experience it 
is the task of insurance science to tabu- 
late the facts of personal observation 
and experience. It is the further task 


to reduce these tabulated facts to a basis 





The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35...... .$31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIATION 
Des Moines, lowa 











MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity — 
— Our agents interview interested 

— le who have written the “ad 
Bihice or information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President c 
A few agency openings for the right men 











. - | 
indi- | 


of truth and principles so that coming | 


generations may profit by the experi- | 
ences of others. When your insurance 
company does this, your product is an | 
insurance policy. 


Prospect Should Recognize 
the Race Relationship 


Insurance salesmen can 
creasingly effective aenesiiinn as they 
succeed in getting the prospect to feel 
the truth of the experiences of others 
as applicab!e to his own life with respect 
to security in a world of incessant 
changes. 

The insurance salesman should never 
lose sight of the character development 
elements in the sale of his policy. Char- 
acter always indicates decision, firmness 
of will and habitual right action. 


become in- 


When you attempt to force a man to 


face the distant future; when you estab- 
lish a vision of the probabilities of his 
trials, difficulties and thwarted ambi- 
tions, you are calling upon his manhood 


to defend himself against the disinte- 
grating experiences of time. Character 
is in the making as you appeal. Why? 
Because vou are testing his intelligence 
to the point of conviction on the one 
hand and his character in relation to 
duty, responsibility and self-esteem on 


the other. 


| Character Making Force 


manner. It | 





Is Developed in Prospect 
Acceptance of a policy is a character 
making force in the life of the prospect. 


Through its specific time demands for 
payments, it forces the individual into 
a certain rhythm of procedure. It has | 


the influence of getting the prospect to 


get his economic house in order, and 


“Order is heaven’s first law.” 


This pro- | 


pelling order forces him to think of a | 


reorganization of his yearly budget. Its 
constancy of demand is more than a 
repetitive factor, 

(CONTINUED ON PAGE 28) 


for not only blighted | 





GENERAL AGENT 
av INDIANAPOLIS 


—for such a big opportunity demands 
lots of driving force in the man who 


There is no 
Indian- 


will make the most of it. 
limit to what you can do in 
apolis. 

Moreover, we will help you produce, 
for we have a well organized depart- 
ment to help you find business and 
close it; our policies have new selling 
features and settlement provisions, not 
yet issued by any other company, and 
our percentage of rejections is one of 
the lowest in the country. 

The man we seek is already a big pro- 
ducer, a splendid organizer, a man of 
high social standing, of at least $25,- 
000 in assets and capable of earning 
from $12,000 to $25,000 per year. For 
this man we have a contract direct 
with the home office, embracing a lib- 
eral first year commission, a renewal 
commission, a collection fee, an office 
allowance and a_business-development 
allowance. 

Can YOU qualify? Meet the 
ment by writing to us at once. 
care the National U iter. 


NOTE: We also have an unusually 
tive, special contract for good 
whose experience is limited. 


first require- 


Address H-93, 


attrac- 
salesmen 














HOME LIFE INSURANCE CO. 
New York 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during the 


Me TE snecuashiinnecnneed 7,686,855 
Payments to _ Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
Dividends, etc. .........0+. 
Increase in Assets........... 2,401,507 
Actual Mortality 56% of the 
amount expected. 
Insurance in Force........... 247,373,218 
Admitted Assets ........++0+ 48,655,222 
FOR AGENCY APPLY TO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 
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BUYER SELECTS FORM = — = _ = eet 

OFFERS ACCIDENT “PROGRAM” 

This is ome of a series of messages appearing cach week. 
Watch for the one to appear next week. 





Independence Indemnity Combines Var- 
ious Waiting Periods in One 
Policy Through Rider 





PHILADELPHIA, PA., Apr. 1.— 
J. P. Marron, superintendent of the ac- 
cident and health department of the In- 
dependence Indemnity, reports a great . 
popularity for the waiting period plan on Id ] — 
sf among agents and brokers with the use e rvice ea Ss 
of a rider which enables the agent to 
arrange for the amount of indemnity to S d d C 
increase after the disability has extended t 
beyond certain periods. In other words oun an orrec 
instead of writing three policies so that 
the insured would receive $25 per week 
ior the first two weeks, $50 for the next 
11 weeks and $75 per week after three . 
months, the wed ond is arranged all The fact that the Grizzard System 
in one policy by the attachment of a ° ° a ° 
vider. today occupies an important place in 

Mr. Marron believes that the waiting - - s 
period plan is “the only thing for the the business of life insurance Is proof 


business man.” He does not anticipate 


any difficulty in the settlement of claims that the service ideals upon which it 
under the waiting period plan if sold a 
is founded are sound and correct. 


with this rider attachment because it 
enables the salesman to allow the pros- 
pect to select just the kind of a policy 
he wants. He can buy his insurance 
just as he would his haberdashery—by 


: ) she There are many people today to 
looking over a selection and picking out ° ° ° ° . 
the form that fits his needs and his whom old line life insurance IS avail- 
pocketbook. In making his selection of e 
waiting periods he will be intent on the able because of the Grizzard System 
price and will fully realize that in order . 
to make a certain saving, he is giving and its monthly budget payment plan. 
up certain benefits which because of his is 
situation he feels that he can forego. 


Prospect Can Make Selection 





e . . 
While others have followed this sell- 
ing theory the system of writing “pro- 


7 gram accident insurance,” as a life in- 
surance man might call it, in one policy Ask for a free copy of Radio 
by the use of a rider, is original with Ad dress on “Life Insur- 
Mr. Marron as far as the writer’s knowl- 99 
edge extends. Mr. Marron is convinced ance, by James A. Grizzard 


that the insurance selling ot the future 
will be done on the plan of letting the 
prospect select what he wants, instead 
of taking one form of policy and push- 
ing it on to each risk. This is in marked 
contrast with the theories of some of 
the leading minds in the accident and 
health field. These are trying to stand- 
ardize the waiting period, one company 
insisting that it will write it only with 
a one month writing period, and several 
of them pushing the two weeks period 
almost to the exclusion of any other. 
The odd thing about it is that both 
methods seek the same end—to obviate 
the possibility of dispute in case ot 
claim. The belief of the group favoring 
the standardized period is that if the 
majority of policyholders have a two 
weeks waiting period, the insuring pub- 











lic will become quickly accustomed to rOMOUNC Griz— ? 
the deduction of two weeks indemnity P. ed 7Z ard 
from each claim, and will accept it as 
a matter of course. 
The Independence is soon to an- 
nounce a new death and dismemberment : 
policy to be written for a premium of call RBCs : anh , eee - 
$2 per thousand. The policy is a simple GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
~ one, — no double indemnity nor CHICAGO, Incorporated OHIO, Incorporated 
accumulations. . : . . ; Bank Bide Chicag ; 
e Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
Cinidnnk heey Diente GRIZZARD SYSTEM OF 16 E. Broad St. COLUM! BUS 
The Cleveland agency of the Mutual MICHIGAN, Incorporated etrope aoa we NTO 
Life of New York has moved from the Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 
Hickox building, where it was located 
for many years, to much larger quarters 
on the twelfth floor of the new Union 
Trust building across the street. This 
will give Manager Chas. T. Wallace one GRIZZARD SYSTEM OF AMERICA, Incorporated 
of the largest and finest equipped lite 
offices in the city. Executive Offices, Illinois Merchants Bank Bidg. 
Evidence that 1924 is going to be an- 
other banner year for insurance is seen CHICAGO 
in the production of this office, over 
$4,000,000 having been written during 
t the first three months. Several new 
agents have been added and a women’s — ——— ()\ eo 
department is being opened up ee eee 
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LIFE INSURANCE BY STATES 








Commercial Life Insurance Co. 


IN THE HEART OF AMERICA _ Business issued in 1923 and amount in force December 3/, 1923, in carious commonweallths 


Kansas City, Missouri 




















Provident Mutual 


The Commercial Life Insurance Com- ARKANSAS Prudential. -..+.0.: 


—— Reserve Loan Life 


pany, of Kansas City, Missouri, the eet BR 
Issued In Force | Security Life, Va. .. 

















i 1 Natl. Reserve, Kans. 53,000 55,000 | Security Mut., Nebr. > + 
Heart of America, has good territory North American, Ill. 97,500 248735 Standard Life, Ill. .. 799,000 
2 : = . Old Colony, Ill...... 1,383,191 2,917,741 | Union Central Life.. 1,772,200 . 
open in Missouri, and will offer you Provident L. & A.... 51,000 228'000 | West. Union, Wash.. 8,000 148/885 
. os Security Life, Va. .. 2,541,900 
a contract with Bank co-operation and om wong Agugbeeeeee 5054 = ——=} 
° ° e Conservative, W. Va. 868,000 
a Field Superintendent to assist you Atlas weccscgicass 993,800 KENTUCKY 
ank Savings, an.. 24 000 
: +71 ° Business Men's As.. 269,00 626.560 | = S|} 
In writing business. Sentral Life, Rag ae 847, 340 1, 414, 304 
Century, Ind. ....... 229'600 225,609 | Conservative, W. Va. 442,000 641,500 
Cloverieaf, lil. ...... 67.571 116,700 > hee rane Rr ay 525,000 105,000 
; . Cotton States ...Ord. 417,810 1,759,225 | - lal dite, Md. . 
Attractive policy contracts. Our Cotton ‘States... {Int, 28236 @s73¢| Michigan Mut. ..... 
*s ‘rs by < : s 799 065 29 7°¢ wanna a 4 . - 
° ’ Farmers & Bankers... 729,06 1,432,726 ae — > . . S + 
Th, Mh, canacde<s 6,821,45 ,346,785 | ‘reorge ass 2 
Child’s Endowment Bond, and our ome Arai or’ 2. EECA MEETS | Comwien, Ky s-Ord. 9.154 j 
r-S . tv. . 1,929.47 5.7 9 ommonwealth, ..Gr. 2 
Emtor-Seuthern, Ky eg th 38,190 Commonwealth ..Ind. 4,559,912 17,468,023 


008/107 


3 in 1 policies are winners. es ee atte: Fe ego egsgeg | Atlanta Life ....Ord. 3000 $.000 
























































erty. ones Atlanta Lif Ind 6.74 ? 
Lincoln Reserve, Ala. 717,671 2,066,154 | AUlanta Life ....Ind. 46,740 a 
Louisiana State masap 7,000 134.000 | Acacia Mutual Life.. 758,000 1,144,500 
OFFICERS Merchants’, Ia. ..... 246,000 1,712,886 | Inter. Southern, Ky. 7,287,800 26,835,753 
‘ , s Mid-Continent, Okla. 1,272)! 1,447,422 | Lafayette Life ..... esses 
F. H. UEHLING, President W. K. BRAMWELL, Vice-President Natl. Equity, Ark... 74,500 74,500 | Nat. Life, U. 8. A... sighs 
N. Carolina Mut. Ord. 516,812 1,385,394 | Northwestern Natl. 1,469,261 
WILMER LYONS, Secretary-Treasurer N. Carolina Mut. Ind. 2,054.310 11336,701 Ohio, State BAe incase 0, 
DR. C. E. TOLLE, Medical Director Mores utieenen: | Gun Gi te 
, | | Sec ty Lif , a 225,060 4.0 
‘ P _ ‘ ] COLORADO euthe 4 Lite, Tenn. 146,000 
Fifteen months insurance in force Dec. 31, ’23 Bas Sontesd Lite, Ga... Same late 
—— —- — — —-  & 4 my eee oe ee eee wiv, . ID > 
$1,739,000.00 Travelers ........+++. =~ —— 
American Life, Colo. 
Equitable Life, Ia. .. 
. . ° North American, Ill. MARYLAND 
30 e lance ul ing Massachusetts Mutl.. = 
Federal Life, Ill. .... a 
. * . Connecticut Mutl. . 708 5 8,114, ‘654 Zankers Life, Ia..... 303,000 928,126 
Kansas City, Missouri Penn. Mutl. ......... 1497065 10:762143 | Dankers Lite, Ia..... 312403 
Phoenix Mutl. ...... 715,899 4,735,451 | Columbian Natl. ... 
New England Mutl. . — 815,211 6,602,668 | provident Mut. ..... 
Bankers Res., Neb. . 22,481,175 242,426,500 =e. een 34 
Home Life, N. Y.... 824,730 6,741,618 | United L. & A. N. H. 1/130/250 
Bankers Life ....... 1,918,730 13,861,549 Home Life, N. ¥..... 807,414 6,500,458 
POLICY LOANS CAUSE LAPSES Aetna Life ......... 4,340,207 13,647,727 | Fidelity Mut. ....... 955.726 3,908,471 
Great Western, Ia. .. 8,000 8,000 | Equitable Life, Ia... 391,500 "665.500 
Have You found a way to stop this waste? Metropolitan Life .. 8,877,075 15 846, 343 | Baltimore ees 604,887 2,315,315 
Our plan IS saving millions for many Companies and is the result of twenty- || —==—=—— 9 | Cloverleat oe bao 24'800 
two years of careful research and experience. KANSAS || | Continental, Del. ... 5,029,600 25,238,679 
|| | Eureka, Md. ........ 625,107 14,86 : 
10 So use HANN COMPANY Ilineis | || Maryland Life ...... 289,725 2, 
x - Chicago, = . — —— Michigan Mut. ...... 160,160 ¥ A 
cls , ‘fa 9999 9 £1e Mutual Life, N. Y... 9,234,564 57,030,533 
aaa seatens Life.. 2,377,800 Re ert Prov. L. & A., Tenn. _ 13,000 43,000 
d . . se ’ » , ~ - m g70 od 
Amer. Life, Mich.... 512,550 2,708,195 | F°°R. Mut. Ben.. D.C. 5,208,008 
H. W. Strickler, President E. L. Shinnick, Secretary-Actuary ao Fas = $87 50 | Gonn. General .....- 1,087,578 
seer satchel y+ “lc ~ ll Sun Life, Canada.... 930,195 
ee eee ae State Mut. Mass.... 1,329/480 1 
; wo ahifag ay 9 Reliance Life ...... 1,524,000 
New York Life ..... 





THE MIDLAND INSURANCE COMPANY |}: °°" 





Baca, CR me 


















































te 4 
Capital os New England Mut... 1 
OF ST. PAUL, MINN. Central Life, 1 95. iow eel, ~~ EE ; 
Central Life, Ia 3,009,967 | Guardian Life 
° Central States, Mo... 1,689,915 | wissouri State 
Attractive contract for Three General Agents Cloverleaf, Ill. ...... 92.565 | Missourl State. | gr1100 
Columbia National .. t Nr, 5 Ser ey ee Twinn, ¢ 
DULUTH, MINNESOTA — NORTHERN PENNINSULA, MICHIGAN — | /Connecticut Mutual. 1.976.311 9.088.510 | Prudential vv. sss. Rett 
ar ers a “a cers... . SP 3 > Oy 
EASTERN NEBRASKA Enrmers € Bankers.. 4000334 28,308.618 Penn. Mutual \...... 2,500,156 
Deine TAGS 22.0005 2,888,782 22,616,082 | tite toe Ca ot Un > 
For Information Address Atlas Life TTT rr. , 243,000 fo one ue, § 4 i: ss7.a00 8 398. "200 
G. K. Henshall - - - - - Vice-President Equitable Life, N.Y. 4,088,099 Salted Bites Lite.. "sen0e8 ai 31266 
aie te Life a at 92,000 Jefferson Standard .. 706,000 1,7 06, 637 
Sienthavamhegn’ Nath Metropolitan Life Be tty 82, 685 
Reinsurance. > a 478. 626 1.290070 Home Friendly _ Ma. - 7,513,359 11,1 7 
Security Mut. N. ¥ 931/309 RAR 715 Security Life, Md. 1,574,164 1,! 
Western Nat., Wyo.. 1,232,000 1,896,000 aa 
( ‘OMMISSIONS Franklin Life ...... 811.895  4.795;889 ] 
Great American, Kan. 1,879,644 7,456,586 
Great Republic, Cal.. 69'958 510.823 NEBRASKA 
, ‘ ~ . : Great State, Kan. ... 1,976,156 9,042,682 | | 
earned play a very just and necessary part in the building of a successful Guardian Life ...... 911,164 3,452,549 i — —— 4 
Life Insurance Agency. Illinois Life ........ 3.457.240 20,741,581 . - 
een": ; : pant se E Kansas City Life.... 4,040,008 19517702 Old L ane. xem ag FOROS 5,008.23 
3ut to become absorbed in counting commissions, instead of finding Liberty Life, Kans. . 5.082511 16,668,711 | Pauitable, N. ¥. bo’. 7'434'590 
oe fee one Be Peorow gr oe Flan cannes aaa Lincoln National... 795,927 1.126.296 | Lincoln Life, Neb... 424,59¢ 
joy in the great blessings distributed, is to lose sight of the very genius Manhtn. Mut.. Kans. 2.719°400 5'538'243 | Lincoln National ... 534,933 
of Life Insurance. Manhattan Life, N. ¥. 181.500 373.773 | St. Joseph, Mo. .... 609,000 
oe 7 : = | Massachusetts Mut. . 1,301,359 12,098.906 | Imternational, Mo. -. 164,63 
Confidence in the Company, its policies and its management, are Merchants, Ia. ...... 54.000 ‘948,029 | North American, Il. 6,000 
essential to an agency's true growth. Metropolitan Life :: 7,316,287 34.434,184 | Pikhorn. Neb. ...... atm aee 
eee Midland Life, Mo. |. ‘965.869 | 7,573,516 | LaFayette, Ind. ..... 1,007,038 
Devotion to the ideals of Life Insurance, that its agents may have an | Midwest_Life, Neb. . 12.511 631,261 ae.” _ sees a 700'782 
, ¢ weidomne % — ; " . «4 any Mutual Life, } ae 84.500 84.5 Daecnre, SR. seeses B pasty. 
honest basis for confidence, is the constant thought of this company. fee, oo sy 3.500.718 os. s7a‘se2 Ohio National ....... 167,500 79 
‘ : | National Fid., Mo 61.000 Kansas Life ....--. 76.000 428,000 
For general agency information, address M. A. Hyde, Assistant Secretary. Natl. L. & A. Tenn. 490900 1 Guardian, N. Y...... 97,826 1,121,034 
National Life, Ves: 579279 Natl L. & A. Tenn.. 126,700 "164.200 
i ‘a Natl. Life. U.S. A... 1,350°802 "4 New England Mut. 1,710,291 11,585,116 
The Se rit Mut al L f | C National Reserve ... 3.403.250 14/923 Michigan Mutual ... 331.416 1,342,468 
cu y u 1 e nsurance ompany Northwestern Mutual 4.556.200 42'3h5.e7¢4 | Kansas City Life... " aatge 8,074,600 
| oa Line. Neb.. P 199.500 109.500 Royal DN sins @acee 250,450 2,430,489 
of Ohio National Life. 121.500 _ 216,000 | Standard. Ill ....... f+ St tH 
Li | N b k Omaha Life ........ HAG KR 1,032,488 sa —o . 5S. A. seed on 8 pet 
Pacifie } f Jj : n9 N1R 5 AAR! i ce, « e erreees - > 
Inco n, ebrasKa ecg Bn SS ol , 1.302.638 eneane Bankers Natl., Col... 1,17 74,000 1,164,000 
Peoria Life ......... 1.999.445 7.528.494 | Nebraska State..... 47.100 
Phoenix Mutual .... 431,444 2,996,049 (CONTINUED ON NEXT PAGE) 
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(CONT'D FROM PRECEDING PAGE) Issued = = a | : Issued In Force 
Issued Im Force | G. Northern ........ 760,104 | Bar kers Life, Neb 353,002 1,675,904 
ee re 390,980 1,713,370] Great West .. -.+. 4,399,986 NEW YORK | Relliance Lite 1,070,564 5,775,814 
Equity, Neb. ....... 2,558,750 4.094.250 | Guaranty Life 234,50 i American Old Lins 403,500 500 
Manhattan Life ..... 91,755 548,741 | Guardian vee : . 862,545 — ———!| —= = Fin gin _ 1,833,500 155 
‘armers fe, Co 682,12 151,165 ome Lif 9,973 ‘ entral Life, la 350,832 ,052 
poe ‘ Laue seed oie 218 oF'311038 Intern stor l “ “nto Issued Im Force | Home Life, N. Y 230,555 4 
Mi h os 1 5 igh ao "9 143.568 Kan - City ; : = nae Farmers & Traders 2,113,000 7.312.250 | Kansas City Life 1.235.794 22,846,835 
Merchants, Ia. ..... o 0 ] 3,06 sas VY sees =5, 008 Nan Soc.Or , , 10 mo siness en's s 60,222 722 
Wat rtown, 8S. D. ... 21.000 54.500 | Lincoln Life ........ 931,928 ee — = cs + 3,<08,5 - 4,015, 08 Busin Men As.. 00U,ce0 ies 
Cedar Rapids Life... _ 137,750 420,250 | Merchants Life .... 137,000 Postal Life .....Ord. 1,149,869 7,507,090 | —== Sy 
Bankers Life, Neb... 6,667,188 56,045,588 | Metropolitan Life .. 614,734 P ia Y fe Gh es +74 . OR4 4 a 
Liberty Life, Kan... 127,000 47,500 | Midland .......... 457,476 Postal Life ind tere 996 , 
Fidelity Mutual ..... 67,119 991,937 | Minn. Mutual 1,739,779 Union Centra 18,556,733 146,488,231 | || PENNSYLVANIA 
Northwestern Nat... 5,559,345 10,636,340 Missouri State . 64,190 Colonial, N. J Ord 19,000 1,033,955 | iL 
Great Western, Ia. .. 38,000 34,500 | Montana Life .. 1,037,000 Colonial, N. J Ind. 8,857,063 25,358,936 ox = 
Reinsurance Life, la. 2,051,014 4.648.763 | Mutual Benefit .. : 196,351 Lincoln Natl 1,251,900 ’ S84.078 
Central Life, Ill..... S9,SS5 248,778 | Mutual Life .. - 2,234,620 ————S— ee | CSCranton Life 7,643,750 27,754,458 
Central States, Mo... 2,294,900 15,805,516 | Mutual Trust . 785,496 1} Philadelphia L. Ord. 3,455,662 28,373,272 
Central Assur, la. .. 793,660 623.644 | National Life, Ill. . 334,571 | Philadelphia L Gr 148,600 121,000 
eamkn Life a ee 1,137,009 5,226,103 | National Life, Vt : LTS S26 OKLAHOMA | Presbytn. Min. Fund 1,002,550 6,326,022 
National Reserve ... 25,000 25,000 | N. ¥. Life....... 1,625,872 555,253 —— ns | Ceeer ten, We Ve 393,633 1,202,929 
Mount States.... 1,647,381 1,657,381 | New World . 171,500 666.535 Michigan Mut 158,759 4,305,775 
Mountain .Stat ° 7 1 + o78 . Manufacturers, Cat 4 940 
a security Mut., Neb... 2,902,500 North Am., Ill 582.540 4,280,082 | Farmers & Bankers 701,773 2,544,565 Bo k ~~ R N ’ .. 728 09678 
, . , North Am., Neb 98,500 733.794 | Fidelity. Mutual $30,010 091.4 ary ers _Kes., Neb re Shi 3,209,0<5 
N. W. Mutual . $09,000 11,541,266 | Nat. Life, U. 8S. A 733,740 253,325 nited States Life 599, 30% 341,833 
. . a t} , ! ‘ O40 8 Pan American Life © 039,953 S178, 888 
| N. W. National 4,039.37 19,696,035 we Wife x. *, > a ttt =-240,554 Standard Lifs Pa 785,639 17,063,797 
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_ eg sc 274,230 3,411,472 ney I a ae me \y typ he 637.771 | 4. Hancock Mut. Ord.16,164,592 88,153,205 
‘enn Mutual ....... 461,000 2,278,655 | 5 ‘iy ' - . tit J. Hancock Mut, Ind.19,333,723 $1,703,386 
so | Piones Circle, Okla. 7,728,125 4 1.250 1 2%: ‘ Nn t SF 0 TS Pa O35, 386 
Colonial L., N. J..Gr 1,369,969 | Provident Life 1,644,650 11,252,572 | Okla \ d Ass! : 9 112.000 10 oxs.oue | Natl Ben, D. C. Ord 40 505,250 
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Baltimore Life .Odr 268.5 $60,250 | Reliance . : 27,000 75,381 | Lineoln Nat. Life 783.170 1.944.470 
Baltimore Life...Ind 472,988 107,790 | Security ...... 6.446 1,170,689 | Illinois Life 1.GS1.887 7.080 ' 
Continental, Del. . 587,582 6N9,247 | State Life of lowa 125,000 1.049.328 | Capital Life, Colo 1,871,500 4,551,101 
Michigan Mutual ... 151,12 99,179 | Travelers Pp cue 1.212.479 4.826.098 | Ct. of Honor As 125,000 TS7.687 SOUTH DAKOTA 
Natl. Life, U. S. A... 216,185 08.631 | Travelers Equitable 9,000 . 506 | Sup. Lodge, Frat. Br 14,000 19,692 
« 44 i j 
North American, II]. 1,659,440 ie-% | Union Central $64,401 6.167.273 | Lincoln Life, Neb 152,500 He oo 
Provident Mutual . 8,461,216 44,559,990 | Western Union 1295150 | Old Line Life 99> 3s G7 282 z a 2 ‘ 
Shenandoah Life ... 667,46 654,741 a | Reser Loan L 82,24 3 4538.157 , Guardian Life, N. ¥ 477,136 O71, 286 
United Life & Ac.... 330,82 184,325 Clover Leaf L. & Cas 1 6 98/077 | Kansas City Life 1,817,063 9,997,462 
United States L.Ord 75,85 ms ) Metropol earl Life 11,293,050 4.842127 | Mutual Life, N. 4,003,221 19,937,614 
a a? L. soe - ++ aoe | Mid Continent. Okla. 8,006.28 O68 197 — yhete Ag Bs v7 aoe 1 765,500 
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Masons L. As., N. 966,000 ot SS,0 | - +] Midland Life Mo 1.188 200 Q85.755 irea estern i 10,5 ; 0,50 
| : American Li Mich. 1.054.674 1 763.485 | [Mternational, Mo 765,743 5,874,511 
| Mis. State Life..Ord. 6,705,275 11,626,325 | American Nat, Mo 184.92 1.177.595 I 17,000 = 1,596,266 
| M a Seate Faee-o se. | SOs $70,050 | Merchants Life. Ta 1,221,500 6,697 wel tS $26,178 
Mis. State Life..Tot. 7,346,075 12,496,375 | Fede 1 Life. I} : : sor ’ 177,000 595,688 
NORTH DAKOTA Girard Life 348,727 547-924 | California State 41.439 ERT 895 ife, Ja 6.500 219.507 
| Prudential ‘ Ord.16,113,580 74.275.357 Acacia Mutual Life 666.700 1921 500 opolitan Lifts 87,441 $21,147 
Prudential Gr 533.000 78 000 | North American N 6.700 47.226 Natl _ Life I Ss. A 86,638 1,614,061 
1.141.687 ~ cog en4 | Prudential Ind.23,860,960 495.669.2988 | Nation Reserve 182,50 ise.5og | Old Colony, I 212,843 1,326,400 
Aetna Lite 2 22. '314'312 1932906 | Prudential Tot.40,057,540 170:729.645 | North Carolina Mut 4.104 419,174 —_—— = 
American Lite . ‘ saat 2 erty tt Franklin Life 908.952 78989 | Jefferson Standard $97,200 409,300 | ———-——— — 
Bank« rs Life . tein 503 486 015761 | Business Men’s As 143.500 210/500 | Standard Life, Ga 63,443 1.126.718 |} 
) Central. Reserve ++. 975.800 1,983,818 | Standard Life, 1) 139,727 833.632 | International L., Mo, 2,318,300 10,553,142 TENNESSEE 
‘ F eecsscecsess ’ eile, ! Male $3,632 : ae 
! Cloverleaf Life .. 107,100 Mort s Plan . 3,190,204 188.100 roe - ae ..* ee 0 4 . 4b On : 
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' Equitable, N. Y. . ae 791.278 | Cloverleaf, 11] Ind 23,41 10.929 | Senedd ete Tit. ret ye : 0872 Cotton States 1.Ord 401.014 1.409.756 
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j First National ...... 1,147,001 $5,820 | Grange Life, Mich 4,139,298 15,568,508 |New York Life 11,622,274 71,541,454 (CONTINUED ON PAGE 27) 





The Story of The Inter-Southern Life | 
fg THE $100,000,000 GOAL AND REPRESENTATIVE MEN | 


The InterSouthern Life has never lost a general agent by voluntary resignation. We | 
are not aware of any other company reaching this goal by retaining, throughout, the 
same general agency force. The general agents of this Company have no desire to 
change to some other company, and this Company has no desire to employ agents of 
any other company. This puts us all upon the most courteous and friendly plane. We 
are probably one of the first American companies to effect such a general agency 
organization before reaching the $100,000, goal. This is a good record. 
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Gains for 1923—Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 
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= The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 


INTER: SOUTHERN LIFE BUILDING. $25,911,170, or forty-two per cent gain in insurance in force. 
OWNED BY THE COMPANY 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 





INTER-SOUTHERN LIFE INSURANCE COMPANY 
1 LOUISVILLE JAMES R. DUFFIN, President KENTUCKY | 
Eighteenth Year | 
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Where Insurance Would Help 


Lire insurance men are interested 
the announcement that no funds are 
available under the will of the late 


James Gorpon BENNETT, for many years 
owner of the New York “Herald,” to 
carry out his plan of establishing a home 
for indigent newspaper workers. The 
although now amounting to $3,- 
can provide for only $20,000 for 
Bennett Memorial. 
most of Mr. 


estate, 
000,600, 
the James Gordon 
It is used for the 
Bennett's old employes. 

It is stated that the BENNETT 
was badly involved on account of heavy 
payments being necessary in settlement 
of bequests to Mr. Bennett's sister and 
several children, and for a large number 
of annuities. The annuities amount to 
$155,000 a year. The income is now 
only slightly in excess of the amount 
needed for the annuities. 

The executors of the 
are RopMAN WANAMAKER and the Guar- 
anty Trust Company of New York. 
They found large tracts of unimproved 
real estate on Washington Heights and 
in Westchester which with the New 
York “Herald” constituted the large 


needy 


estate 


BENNETT estate 


Development of 


Tuere is little doubt that group insur- 
is a big development of the day 
in life insurance. Home offices of the 
comparatively few companies that are 
writing it are universally stressing it in 
their agency meetings. Many reasons are 
assigned for this. The fact that group 
insurance offers a big opportunity for 
service is one. It gives the employe in- 
surance on a very economical basis, It is 
in line with the development in big busi- 


ance 


ness where purchases are made for a 
large group at a big saving. 
Another feature that is undoubtedly 


thought of by executives, is that many of 
the companies writing group insurance are 
not satisfied with the results that they 
have obtained. Here is the policy of one 


company: “We are either going to get 


BENNETT estate. The 


stated 


amount of the 
“Herald,” it is heavily in 
debt for paper and supplies. There was 
no cash fund for death taxes and de- 
mands made at that time. There was a 
claim for substantially $1,000,000 from 
the French government for taxes levied 
on the ground that Mr. BENNETT was 
subject to French law. 

One of the problems of the executors 
was to dispose of the heavy claims that 
were filed and to try to turn the non- 
producing property into producing se- 
curities in order that the debts might be 
disposed of, taxes might be met and 
annuities paid. 

Here is a fine example of 


was 


how an 


estate could have been bolstered up and 
greatly strengthened through the me- 
dium of life insurance. A cash fund 


could easily have been provided by Mr. 
BENNETT to take care of his more press- 


ing demands. Undoubtedly the unim- 
proved real estate cost him a pretty 
penny. When the crisis came Mr. Ben- 


NETT did not have the funds at hand to 
carry out his program. Life insurance 
at least would have assisted him greatly. 


Group Insurance 


more group insurance or quit, and that 
means that we are going to write more 
group insurance.” A number of com- 
panies that are writing group are increas- 
ing. Undoubtedly it is felt by the big 
companies that they should get in on the 
ground floor while the business is in its 


infancy. Others are more cautious and 
would like to see how the thing works 
out. 


While every company writing any vol- 
ume of group insurance employs special 
solicitors for this line, writing the busi- 
ness direct, there is no doubt now that 
they are trying to interest the local agent 
in group insurance. Agents are asked to 
capitalize their clientele by writing group 
insurance in plants and offices where their 
present policyholders are in authority. 


Makes Subject Too Difficult 


SomMe agents make insurance too diffi- 
cult for the prospect to understand. The 
selling of insurance does not require a 
profound or technical discourse. The 
simpler the presentation the better. It 
should be the province of the agent to 
translate into every day terms the lan- 
guage of the policy and the nomenclature 
of life insurance. The successful sales- 
man of today is interested in making in- 


surance clear and simple. There is noth- 
ing dark or mysterious about insurance. 
There are actuarial features used in con- 
structing its system. However, the pros- 
pect is not interested in the internals of 
the machinery. He wants to know what 
his insurance will do for him. It is the 
human element in insurance that has the 
appeal. The agent who follows it up will 
get the business. 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS _ 

















The General Agency Association of 
the New England Mutual Life decided 
to make April “Appel month” in honor 
of the new president, Daniel F. Appel. 
The New England Mutual Life is not 
given to stimulating business through 
special months. However, the men de- 
sired to express their appreciation for 
Mr. Appel. Edgar C. Fowler, general 
agent at Chicago. and Clarence N. An- 
derson of Des Moines, state manager, 


are in charge of the campaign. Allot- 
ments were made to all the general 
agencies. Mr. Fowler’s men all took 


additional insurance on their own lives 
in the New England Mutual in honor of 
President Appel. 


The Asia Life, whose main office is at 


Shanghai, China, is incorporated under 
the laws of Delaware in the United 
States. It has a house organ called 


“Risk Notes.” The 


company announces 


that Vice-President Thomas J. Smith 
has been in the United States and 
recently made arrangements’ with 
the International Life of St. Louis 
whereby the _ reinsurance of large 
Asia Life policies on Chinese lives 
is effected automatically. The In- 


entered China. 
Underwriters, 


ternational Life recently 
The American Asiatic 
which is associated with the Asia Life, 
has been appointed general agent. Part 
of “Risk Notes” is published in Chinese. 


The Western & Southern Welfare As- 
sociation of the Western & Southern 
Life has arranged to give Sunday eve- 
ning radio concerts at 8:15 Central 
standard time from station WLW, 309 
meters, Cincinnati. The first concert 
Was given the evening of March 16. The 
Welfare Association is composed ex- 
clusively of company employes. 


William Ludiam DeBost has been 
elected director of the Metropolitan 
Life. He was until recently vice-presi- 
dent and director of the Cruickshank 
Company, one of the large real estate 
firms of New York. He is president of 
the Union Dime Savings Bank of New 
York. 

W. H. Kingsley, vice-president of the 
Penn Mutual Life, and Mrs. Kingsley 
will make a three months’ tour of Eu- 
rope, starting in June. They will be ac- 
companied by Will O. Ferguson, dis- 
trict manager for the Penn Mutual, Ev- 
ansville, Ind., and Mrs. Ferguson. 


The Faltysek & Lininger agency of 
the Equitable Life of Iowa in Chicago 
has again led all agencies of the com- 


pany in the country for the month, this 
being the second month this year that 
this comparatively young agency has 








achieved this honor. In January the 
agency stood at the top in the com- 
pany’s report and the preliminary March 
report shows a similar record. 


Frederick H. Ecxer, first vice-presi- 
dent of the Metropolitan Life, will 
probably succeed Irving T. Bush as 


president of the Chamber of Commerce 
of the state of New York. He has been 
active in affairs of the chamber for a 
long time and is considered the logical 
successor to Mr. Bush, who retires next 
month. Darwin P. Kingsley, president 
of the New York Life, is chairman oi 
the nominating committee which is ex- 
pected to select Mr. Ecker. The com- 
mittee’s action will take place April 


M. B. Brainard, president of the 
Aetna Life and affiliated companies, has 
returned from a several weeks’ visit in 
the West Indies and was presented with 
a large bouquet of flowers on the first 
day of his return at the home office. 
Mr. Brainard while away visited various 
agencies of the company in Cuba and 
nearby points. 


Col. Joseph Button, Virginia commis- 
sioner of Virginia, has been elected 
president of the Bank of Appomattox, 
at Appomattox, Va., succeeding the late 
R. fF. Burks as head of the institution. 
Colonel Button has been vice-president 


for a number of years. He has a 
country home near Appomattox and 
hails originally from that place. Colonel 
Button is also a director of the First 
National Bank, Richmond, having been 
elected to this position several years 
ago. 


Among the most active workers in 
the big preparations being made in Mil- 
waukee for the annual convention of the 
Optimists International, which will be 
held in that city in June, is Rupert F. 
Fry, president of the Old Line Life. Mr. 
Fry is a past president of the Milwaukee 
Optimists Club and an ardent and ef- 
ficient worker in the formulation of en- 
tertainment features and other plans for 
the big convention. 

Robert C. Newman, one of the star 
producers of the Missouri State Life in 
its home city, has been elected to the 
board of directors of the Missouri Ath- 
letic Assocaition. 


Isaac Miller Hamilton of Chicago, 
president of the Federal Life, is enjoy- 
ing a six weeks’ vacation in Florida. He 
has been on a cruise in a yacht along 
the eastern coast. He will visit the 
agencies in the state and other points in 
the south before returning to his office 
in a 


| PEOPLE MUST BE SEEN 


= 2 By J. H. Heil, Bankers’ Life of Iowa. - —— 


ALESMEN differ in ability. One 
will write one out of every forty 
people he sees ; another, one out 


oi every ten. Each is in the grip of the 
law of averages. The first will need to 
see four times as many people as the 
second to make the same production 
record. 

So the whole matter of selling reduces 
itself to mathematical certainty. You 
must see the people. You can raise 
your average, of course, by studying 
the methods that have made others 
more successful than you in salesman- 
ship. But in the last analysis the law 
of averages holds you fast. 

Your success will depend on whether 
you allow this law to become your 
master or whether you make yourself 
the master of the law. Are you going 
to work for it or will you make it work 
for you? 

Here are a few 
if followed strictly, 


which, 
the 


simple rules 
assure to you 


highest measure of success you are 
capable of: 
1. Sit down each Saturday night or 








Sunday and make a program for your 
entire next week’s work. Follow the 
program. 


2. Sit down each night and make a 


program for your next day’s work. Fol- 
low the program. 
Put in at least seven hours’ work 


each day in the field seeing people and 
see at least seven or eight new people 
each day. Don’t keep calling and call- 
ing and calling on people you have once 
interviewed. That is the reason so 
many people look on a life insurance 
representative as a pest. 

4. Keep a careful daily record of the 
way you spend your time. You may be 
surprised to find out how little time 
you are really giving to your work and 
how few people you are really inter- 
viewing. 

Remember that your success is not 
mnnnured by the volume you write nor 
by the commission you earn but by the 
number of lives you insure—the number 
of women and children whose future you 
protect. 
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LIFE AGENCY CHANGES ||| oT ATE MANAGERS WANTED 


JOST GETS CALIFORNIA POST | nation of Robert P. Baird, who has been 7 ™ n " 
assistant manager for five years, going K Oklah A k M 
. ne there from Albany, N. Y. Mr. Baird will ansas, oma, r ansas, ISSISSIPp1 
Returns to Life Underwriting as Mana-| return to Albany and will continue in | [| 
ger for Sun Life of Canada the insurance business. Field Assistant | }} 
Von ~~ promoted to assistant SPLENDID OPPORTUNITY 


at San Francisco 





























manager. He joined the Boston office 
; < ; after the war, having served as person- | ]} . : 
The Sun Life of Canada, which re-| nel officer in the American forces For experienced ae with clean records, capable 
cently entered California, has opened 7 of building up high class organizations. Liberal | 
offices in San Francisco in the Alaska | < 
Commercial building with P. M. Jost of Life Agency Notes contracts with | 


: ee = ll ge MN aa Bly B peor E. A. Braniff, formerly with the Mis- 
s = P of « >S mM- | souri State Life, has been appointed rep- 
r pany, who appointed Mr. Jost, was in| resentative of the Equitable Life of New FAST GROWING COMPANY 


~ > ae ‘ a ee York at Tulsa, Okla. Prev ious s 
San Francisco the past week assisting | (o" ition ‘with the MO 

















him in getting started in the new terri-| Mr. Braniff had been with the E aie ° . . . 
: , Mr. Z i » Equitable , 

sex. ile, Neat tae fet oleae b> en | ee cet Pole Write or wire H-90, care National Underwriter 

insurance business after an absence of The Indianapolis Life announces that ° — 

everal years while engaged i I Roy R. Yeagley, for five years secretary | |} Chicago, Illinois 

s ! ars gaged in other agicy. for HN 

- : o* 4 = - : of the Indiana Retail Coal Merchants As- j } 

lines of business. _He formerly rep-| sociation, has joined the home office as | L= —— = ———— 

resented the Sun Life in foreign coun- 

tries. 


R. L. Kane 
R. L. Kane, a leading producer of the 
Travelers in the Cleveland branch office, 


has been appointed Cleveland manager 
of the Security Mutual of Binghamton, 
succeeding A. H. Mavis, resigned. 


R. L. Stephenson, Jr. THE NEW YORK LIFE INSURANCE COMPANY 











i Robert Lee Stephenson, Jr., son of HAS OVER A THOUSAND MILLION DOLLARS IN SECURITIES and VALID CREDITS 
Robert Lee Stephenson, general man- 
ager for northern California for the 
Union Central Life, and who has just WHY IS THAT IMPORTANT? 
finished college, has become associated Chiefly because this immense sum is a measure of the service which the Company 
with his father. Mr. Stephenson, Sr., is to render to the public in the future. 
has made a remarkable record in his ° p ° . : 
territory not only as a personal pro- If it had no money it could render no service. No life insurance company becomes 
ducer but in organization work, and it great without rendering great public service. THAT’S the law of life insurance. 


is in this branch of the business his son 
will assist him. Young Stephenson was 
elected a member of the Northern Asso- THE NEW YORK LIFE 
"a a ie be gy Life Underwriters | has over FOUR THOUSAND MILLIONS of insurance in force. 
——— ? 
— = WHY IS THAT IMPORTANT: . 
Ties Dee ofl Mien & Baten seen Chiefly because this is another measure of the Company's service to the public. 
agers of the Guardian Life Agency at | Stated differently, it means that it has contracted to pay, under certain definite con- 
Broadway and 45th Street, New York, ditions, in which the policyholders must do their part, over FOUR THOUSAND 


| 
| 
has been dissolved. Leo D. Landau suc- | MILLION DOLLARS to its members. 
| 
| 


THE NEW YORK LIFE 


paid to, and on account of, policyholders in 1923 over ONE HUNDRED AND 
SIXTY-FIVE MILLION DOLLARS and since organization has paid on that ac- 








ceeds to the firm and becomes the man- | 
ager. 


G. B. Campbell 


| 
: . Po ‘ 
G. B. Campbell of Cannon & Camp- | 
bell, managers of the Guardian Life at | 


Portland, has retired from the partner- count over TWO BILLION DOLLARS. 
ship and will give all his time to per- 
sonal work. WHY IS THAT IMPORTANT? 
E. K. Price poe because this is the heart of the whole matter; this is the final measure of its 


The Northern Life of Seattle an- 


nounces the appointment of E. K. Price THE NEW YORK LIFE 


as general agent for Alameda and Con- 


tra Costa. — ‘—— a x head- paid policyholders in dividends in 1923 over FORTY-SIX MILLION DOLLARS. 
quarters in Oakland. Mr. Price re- 

cently resigned the general pce of WHY IS THAT IMPORTANT? 

the Lincoln National Life. Chiefly because those dividends reduced the agreed cost of insurance by so much. 





Dividends, so-called, are a measure of the economy with which a life company’s 
business is managed. It’s ALL A QUESTION of service. 
Unless a life insurance company renders service it will not grow; it will not deserve 


James S. Logan 


James S. Logan has been appointed 
general agent for the Minnesota Mutual 


Life at Los Angeles. He was formerly to grow. 
vith the Pacific Mutual. 
ee THE ROAD TO A BILLION DOLLARS IN ASSETS IS PAVED WITH MIL- 
> A. H. Kemper LIONS OF SCIENTIFICALLY BENEFICENT ACTS. 
A. H. Kemper, who has been repre- There is no charity anywhere in it. It is first a service in money. And then, too, 
senting the Western Life of Des Moines it is a service in what may be called intangible values: In responsibility, in self- 
% bag ae Ve cleo kg ay respect, in good citizenship, in obedience to the law, in integrity, in all the impulses 
so 0 é co Ye 4 Oo »Oo a- . , 
kota and ment Mesa soo Minnesota, with that make a man stand on his own two feet and do a man’s pure. . P 
headquarters at Sioux Falls. I am not sure that the service rendered by this Company in seventy-nine years in 


intangible values has not been worth more to the public than its service in the two 


A. T. Baker ae a 
sei eieees ae eee. Ma ee . billion dollars already accounted for and the billion dollars now on hand. 
A. T. Baker of § ‘aul, Minn., former ° ° . . 
manager of the Bankers Accident of Des We are still doing business and have room for more good policy-holders and for 
Moines, has been appointed manager of more good agents 


the Federal Life for that section. 








Travelers Changes in Boston 


Several changes and additions to the 
~ personnel of the Boston office of the NEW YORK LIFE INSURANCE COMPANY, 346 Broadway,N. Y. 
Travelers in its life, accident and group DARWIN P. KINGSLEY, President 
departments are announced. Manager : 


William B. Phelps announced the resig- 



































YUM 





April 3, 1924 
THE NATIONAL UNDERWRITER 
imate mien aca 





———— hae 





Reliance Life Insurance Co., 
Pittebdurrh, Pe 









Gent lemer:- 
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I have been aeked severa) times in the cast by agente of other 
— companies ehy I took a contract with the Relience Life Ineurarce Company 
when I could have had one with « company much olcer, larger and at the 
tice guch better Known. When I eirned ay contract with the Reliance Life 
they had at thet tise only twenty-three millione of businrese in force, 


end had only just entered the State of Washington. Very few people had 
ever heard of ther 














I heave always contended that people buy life ireurence and not 
company. Bow many people have you asked the queetion, stat company do 
you cerry your insurance with, and to be anewered, I do not know the nage 
of the company but Tom Smith wrote cy applicetion. Ie that not a very eee 
evidence that the three principal things enterirg into the eale of ea. life 
ineurence policy are, contract, saleecar-ehip and perecnality of esleeman. 






















The agency contract of the Reliarce I must corfese looked much 
beter than dic the contract of several other companies I had been talkirg 
with, both ae to firet year commiesicn ard renewale to say nothing of the © 
ecciéent ard health feature. Right Bere I wart to sey I wculd never tak 
@ contrect with any corpany not eriting accident and health ineurarce as 
it te the greatest entree to writing life ineurarce I know of. I have jurt 
completed ay thirteenth year in the busire ard suet say gy treeteent fron 
the commny has been more than eatiefactor Aleo their method of handling 


cleime in my district has been to the ertire eatirefection of #11] my. policy 
holdere. 






































Before entering life trevrarce wcrk I wee engaged in benking and 
lumbering in a emall country town. I had never ery exverierce in « 
@anehip anc knew nothing whatever about life imerance. In erdirg let te 
esy I am now enjoying @ much larrer inccre than I co: ld heve created had 
I been represerting one of the old fashioned life comranies. 
























Very truly youre, 
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Genera) Agert 
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Deer Mr. MoCormck:- 
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it is run by sen whe inow the 
§ of business; the ron ef the Company hme broken the 
World's Recoré. I6 that Preef conclusive as te efficient management? 
‘Tt any The offi - 
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@ higher commission scale 
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Yours sincerely, 





Reliance Life In. oe Company , 
Pitteburgh, Penerrlvenis. 















Dear kr. MeCormac’ 















Me 1 an new mer 
veer, and incidents!) 





oe her @ Il « 






ieeced I an 







I sired contract Fith this © 

April, 1913, efter « murter of yee 

> _ -" treveling salesmen, welling 

va cot without eny know) 
a 













vert 









reentile lines, but 
of the ineuranse duriares. After 
studying the Reliance contrast, force of Policies, ete 
- I realised the 
goo . 








h the ner rotes 
orpany, increared ¢ividend 
ua. 
est Oe 
am © ? ba 





Feceatly adented wy th 
were liberal nelicy 










7 
° eh? ow oe oer? . 
z 7 we qnee vee v 
‘ peeet® : net sosed® goes? © gen* a © 
orete 











18 THE NATIONAL UNDERWRITER 


April 3, 1924 














OUT 
CALIFORNIA 
WAY— 


OPPORTUNITY BECKONS! 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


Has entered California— 
And offers unusual openings 
for District Agencies— 

With a Definite Plan of 
co-operating with these 
District Offices— 





ADDRESS 


Dr. R. P. Fournier, Gen. Agt. James S. Logan, Gen. Agt., 
401 Phelan Bldg., 411 Title Ins. Bldg., 
San Francisco Los Angeles 


Harry G. Rogers, Gen. Agt., 
724 State St., 
Santa Barbara 


OR 


Oo. J. LACY 
2nd Vice-President—in Charge of Agencies 
Lankershim Hotel 
Los Angeles 


Palace Hotel 
San Francisco 

















Over 114 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan.1,1914 Jan. 1, 1924 
IE  ctiecemnat $ 7,804,230 §$ 40,113,271 
Policies in Force... $03,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 





Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 

















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance 
service, and a net cost that is notably low—these are 
three of the reasons why the name Massachusetts 
Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During 
the seventy-two years of the Company's history its 
policyholders have ever been its loyal friends and its 
enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 




















special representative in the sales de- 
partment. Mr. Yeagley’s headquarters 
will be at the city agency of the com- 
pany at Indianapolis Trade building. 

J. H. Scales, since 1916 secretary of 
the Republican League, Louisville, has 


resigned to take a position with the 
Equitable Life. Mr. Scales went to 
Louisville in 1893. He became an agent 
for the old Sun Life and later assistant 
superintendent. He left the insurance 
business to become a circulation mana- 
ger on a local newspaper. 

















EASTERN STATES ACTIVITIES 














COLUMBIA LIFE AGENTS MEET 


Annual Agency Conference Held in 
Cincinnati Last Week by 
President S. M. Cross 


The annual agency meeting of the 
Columbia Life of Cincinnati was held 
in Cincinnati last Thursday, Friday and 
Saturday. A strong representation of 
agents was in attendance and the time 
was spent in consideration of agency 
management and sales plans. 

A. A. Redmon, of Owenton, Ky., who 
writes much of his business in rural ter- 
ritory and who in the last three years 
has written $266,000 on old policyhold- 
ers, spoke on selling and reselling. Mr. 
Redmon makes a specialty of writing 
young men as a basis for obtaining new 
business both from these younger men 
as they grow older and from their rela- 
tives and friends. He has written more 
than 100 young men in his county who 
are not yet of age. He finds that it is 


often necessary to resell these young 
men when the second and third pre- 
miums come due but that after that 


time, the insurance is not only carried 
but additional policies are taken out. In 
this way he gets the young men to start 
saving at an early age and gains the 
gratitude of the young men’s parents 
who then become good prospects as well 
as boosters. 

Abner Thorp, editor of the Diamond 
Life Bulletins, gave his well known ad- 
dress on “Guaranteeing Success”. The 
chief reason for small sales of life insur- 
ance agents, said Mr. Thorp, was the | 
lack of planning, records and _ super- 
vision. 

John R. Schindel, counsel for the 
Columbia Life, pointed out that while 
minors and women may make contracts | 
for insurance in Ohio, the laws of Ken- | 
tucky are not so liberal and that an 
agent should know exactly what con- 
tract rights these classes have in the 
states where they are located. 

George H. Guilfoyle of Cleveland, 
who spoke on renewing business, says 
that he emphasizes with the man who 
is about to lapse his insurance that if 
he drops it after paying only one year’s 
premiums, he has made money only for 
the agent. Mr. Guilfoyle says to the 
hesitant policyholder, “You didn’t take 
out this policy to make money for me 
or for my benefit and if you let it drop 
now, I am the only one who is going 
to profit from it.” 

Special prizes for sales suggestions 
were won by George Guilfoyle of Cleve- | 





land and A. A. Redmon of Owenton, | 
Kentucky. 
The convention was held under the 


direction of S. M. Cross, president. Dur- 
ing the convention a banquet was held 
at the Hotel Gibson and a special enter- | 
tainment was provided for the agents | 
on each day of the convention. 


TRY TO WEED OUT INCAPABLE 








Superintendent Conn of Ohio Is Apply- | 
ing the Acid Test to Those 
Seeking Licenses 





Fire and casualty insurance agents | 
throughout Ohio are learning that Harry 
L. Conn, superintendent of insurance, 
has been completely in earnest in all 
that he has said about the efforts that 
he was making to eliminate all except 
bona fide agents. Many applicants for 
an agency license are receiving a letter 
reading as follows: 

Relative to your 
agent's license in favor of M.... 


application for an 
to write 


insurance, under favor of Section 644-1, 
in this state, we are not able from the 
showing heretofore made to conclude 
that he is a suitable person and intends 
to hold himself out in good faith as an 
agent within the meaning of the above 
numbered statute. 

Before finally concluding on the mat- 
ter, however, if M.... will appear here 
personally to give further information 
as to his qualifications, please have him 
communicate with us and arrange for 
a mutually convenient date 

If M.... had a license in 1923, ask him 
to send us at once an itemized list of 
the business written by him, setting 
forth the name of the policyholder, num- 
ber of the policy, premium rate, com- 
mission rate and amount of coverage 

More than one applicant on receiving 
this letter withdraws his application and 
fails to make the trip to Columbus, fig- 
uring that the time lost and the chances 
of failure to obtain a license are such 
that he cannot afford to make the trip. 

Some of the agencies are also receiv- 
ing requests from the insurance com- 
missioner for the name and address of 
each solicitor employed by the agency, 
for a tabulation of the premiums re- 


ceived through each solicitor in the 
years 1922 and 1923, segregating pre- 
miums which have been received for 


policies on properties owned by each 
solicitor and (or) any relatives; and also 
a list of the amount of commission paid 
to each solicitor. Many of the offices 
are finding that their records are in such 
shape that to prepare this information 
will necessitate an extraordinary amount 
of clerical work and it is considered 
likely that some of the offices will not 


| make application for renewal of licenses 


of all their solicitors when they see in 
black and white the information which 
will go to the insurance superintendent's 
office. 

Involves Much Work 


Superintendent Conn’s office is handi- 
capped just at this time in the handling 
of licenses by reason of the fact that 
two of three experienced clerks have 
left the employ of the department within 
the past several months. The effort of 
the office to confine agency licenses to 
bona fide agents is resulting in a con- 
stant stream of callers to the license 
department. Since license renewals are 
not being handled in a routine way, few 
of them have yet been issued and most 
of the agents in Ohio are today writing 
insurance without formal evidence of 
licensing by the state. 





Hartford Insurance Statistics 


What insurance means to Hartford 
may be learned from the March num 
ber of “Hartford,” the house organ of 
the Hartford Chamber of Commerce, 
which tells that the total assets of 31 
insurance companies are $1,084,057,101 
and that they have a net surplus of 
$127,619,617. For the policyholders the 
surplus is $187,437,717 and the premium 


income for year ended Dec. 31 was 
$425,804,080. Since Hartford entered 
insurance there has gone to policy 


holders or beneficiaries the stupendous 
sum of $2,561,194,943 

Writing insurance in Hartford began 
in 1810. The gain in assets in 1923 
was $110,003,192. For that vear there 
are two more companies making report 
to Commissioner Dunham, the Cale 
donian and its associate, the Caledonian 
American. 

For each company are printed capital 
stock, assets, liability, net surplus, sur- 
plus for policyholders, sum paid policy- 
holders or beneficiaries since organiza- 
tion and premium income for 1923. The 
Lincoln Fire opened its home office Dec. 
15 and was not required to make a 
statement for 1923. 
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Prospect for New Reciprocal Law in 
Massachusetts Causes Hyde to 


Drop Retaliatory Action 


One phase of Missouri insurance en- 
yee due to Superintendent Ben 

Hyde's efforts on behalf of the recip- 
jada interests of Kansas City, was 
cleared away Saturday, when the depart- 
ment ordered the relicensing of the 25 
Massachusetts fire, life and casualty 
companies operating in Missouri. The 
licenses will date from Feb. 1 or Mar. 1, 
depending upon which date the old li- 
censes expired. 

It will be recalled that several months 
ago Superintendent Hyde, at the request 
of the reciprocals, issued a letter inform 
ing the Massachusetts companies and 
their agents that he would not renew 
their 1923 licenses when the papers ex- 
pired,, because Massachusetts had _ re- 
iused to issue licenses to reciprocals. 

Immediately thereafter the Massachu- 
setts companies appealed to the Missouri 
courts and a mandatory writ was issued 
compelling Hyde to withdraw his let- 
ter. This he did in time to avoid pun- 
ishment by the court. However, he had 
been delaying the renewal of the licenses 
in the hope, evidently, of obtaining fa- 
vorable action in Massachusetts on a 
pending bill to permit the entrance of 
reciprocals into that state. Because of 
the introduction of the reciprocal bill in 
Massachusetts, 


the Missouri reciprocals | 


withdrew their request to Superintend- | 


ent Hyde to kick the Massachusetts 
companies out of the state. 


BIG FACTORS IN KANSAS CITY 
Four Home Companies Join in Adver- 
tising to Show Their Contribution 
to Their Community 


City 


| place to 


The Kansas Life, Business 
Men’s Assurance, National Fidelity Life | 
and Midland Life, all of Kansas City, 


are joining in an advertising campaign 
to show the greatness of Kansas City 
is a life insurance center. The point 
is made in the advertising that Kansas 
City is more than a market place for 
various commercial commodities, inas- 
much as life insurance is being recog- 
nized more and more as one of the most 
important factors contributing to the 
welfare and upbuilding of the commu- 
nity. Some statistics are given as to 
these four companies, showing their 
size and the extent of their operations. 
Last vear the combined premiums and 
interest of the four companies amounted 
to $13,985,554. They give employment 
to over 400 persons at their home offices. 


Hearing on Merger 


Superintendent Ben C. Hyde of 
Missouri has announced that a hearing 
will be held at the office of the com- 
missioner of South Dakota at Pierre, 
\pr. 3, for the purpose of passing on 
the contract of the Continental Lite of 
St. Louis for the purchase of the First 
National Life of Pierre. 

The policyholders and stockholders of 
both companies have been notified of 
the hearing. The Continental recently 
obtained control of the major portion 
of the capital stock of the South Dakota 


company and it is now proposed to 
consolidate the two companies, and to 
reinsure the First National policy- 


holders in the Continental. 
There has been no decided 
to the proposed merger. 


opposition 


N. H. Davis of the Chicago agency of 
the International Life of St. Loués has 
a perfect renewal record for 1924 to 
date, some $200,000 of his 1923 business 
coming up for renewal to date without 
t single lapse. 


| later 
| sorry 


| harmony 


REYNOLDS IS OMAHA SPEAKER 


President of American Life Convention | 


Gives Principal Address at C. of C. 
Insurance Division Dinner 


OMAHA, NEB., Apr. 1.—The 


dinner meeting of the insurance division 


special 


of the Omaha Chamber of Commerce 
Friday evening drew an attendance oi 
200, including guests from the Lincoln 


and Fremont divisions. 

H. ©. Wilhelm, general agent of the 
Northwestern National Life, chairman 
of the division, introduced Clark G 
Powell, commissioner elect ol the 


Omaha Chamber, who spoke of the mu- 
tual benefits accruing from the Cham- 
ber of Commerce. Ballard Dunn, ed- 
itor of the Omaha “Bee” and 


able Life of New York, spoke of his 
work during the war, including connec- 
tion with the bureau of war risk insur- 
ance 
J. B. Reynolds’ Talk 

J. B. Reynolds, president of the Kan- 
sas City Life and president ot the Amer- 
ican Life Convention, the principal 


said in part: 
nor an op- 


evening, 
a pessimist 


speaker of the 
“I am neither 


timist. I have not progressed to the 
extent that I want to change the ten 
commandments or alter the Lord's 
prayer. The progress of the nation de- 


pends on morality and strength and not 
on wars and the creation of bureaus. 

“I am glad to see all lines of insurance 
represented here working together in 
and without jealousy. We are 
all working toward our own prosperity. 
The real purpose of life insurance is 
the protection and perpetuation of the 
home. The home ot a widow with rag- 


formerly 
head of the group division of the Equit- | 


OB MUTUAL LIFE 
INSURANCE COMPANY 
OF CHICAGO, ILL. 


PROGRESS OF THE GLOBE 


Results for 1923 


The 


GAIN IN INSURANCE IN FORCE 83 per cent 
GAIN IN INTEREST 31 per cent 
GAIN IN INCOME. . 26 per cent 
GAIN IN ASSETS. .23 per cent 
AVERAGE GAIN IN ALL ITEMS. 41 per cent 


This is away above the average of all Life Insurance Companies in 
the United States combined. It is a record we are very proud of and it 
shows how our policyholders appreciate the great service The Globe gives. 


CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 





T. E. BARRY, | President, , General Manager and Founder 











Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 

CONDITION ON DECEMBER 31, 1923 


a LP SE AP ty BU AS > et aha. nee EE $ 36,916,613.75 
a ie Pecan aes 32,373,207.24 
a on oh aenesabaeneabeddann de 4,543,406.51 
ee ok oe cee ae 255,168,568.00 
NN EE EE Ae eae ee 2,696,034.43 
Total Payments to Policyholders since Organization......... 32,747,895.35 


JOHN G. WALKER, President 





ged clothes and little children is a poor | 


sell life insurance. Twenty- 
nine years ago I heard and I still hear it, 
life insurance was a gamble. The only 
man who gambles is the man who does 
not take out life insurance. He gambles 
away the peace and comfort of his wife 
and family by spending the money he 
should invest in life insurance 
New Fields for Life Insurance 


“The development of business and the 
passage of laws in the last two or three 


years has made a new and extensive 
avenue for life insurance. There is an 
invisible mortgage on all of us and it 


becomes due at death. 
income taxes must be paid and life in- 
surance is the only means by which this 
mortgage may be cancelled at our 
death and everything squared off 

“Life insurance is a firmly established 
business based on the law of averages 
and experiences of the past. It teaches 
thrift. Some time ago 1 went out and 
interviewed twelve men along in the 
vears of life. Ten of the 12 were 
they had not taken out more in- 
surance early in life. All of them were 
firm believers in life insurance and the 
amounts they carried ran trom $40,000 
to $1,200,000. This was a jury of 12 
men and the conclusion is self evident. 
It teaches thrift and furnishes ease and 
contentment to all who take it. 

“I have heard a good deal of scien- 
tific salesmanship. I want to tell you 
that the real fundamentals of salesman- 
ship are courtesy on the lips, grace in 
the heart and the love of humanity. 

“The best guaranty of the government 
is security and safety of its homes. The 
best guaranty of the government is in- 
surance of the home.” 


| “Dead” Man Returns, Grant New Trial 


The Mutual Life of New York has 
been granted a new trial at St. Louis 
in the suit of Mrs. Cora M. Preiss to 


collect a $1,000 policy on the life of her 


divorced husband, John P. Adams. On 
Jan. 25 Mrs. Preiss obtained judgment 
for $2,629.15, but since that time the 


Inheritance and | 





THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a to earn more money you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "pziz2s** Pittsburgh, Pa, 








TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 











SPECI.LISTS GATHER THE INFOR- 
MATION THAT APPEARS IN THE 
NATIONAL UNDERWRITER. 
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Foundation Stones 


One of a series of articles telling why The Columbus Mutual 
Life Insurance Company stands for certain important things. 


Why Vested Renewals? 


Spring this question in a meeting of old seasoned life 
agents and you will start a regular old-time Methodist 
Meeting. Every man will want to be on his feet. Practically every 
man now carrying a Columbus Mutual rate book, who previously 
represented some other company, has lost his renewals in that other 
company. Some have represented five 
sively lost their renewals in each. 


insurance 
Experience 


or six companies and succes- 


any one have the 
Foricit renewals 
task and destroy 


Why vested renewals? Rather why should 
right to deprive you of renewals once earned. 

have only two purposes: to bind the agent to the 
his freedom of action when the goad is applied or some injustice done, 
and to enable some one higher up to declare the renewals foricited 


and fatten himself at the agent’s expense. 


able 


Why the protected ownership of prop- 
To work under a 


Why vested renewals? 
erty of any kind? The arguments are the 
forfeitable renewal contract is like going back to the good old days 
when the king would hatch up a charge of treason, order his faithful 
subject beheaded and his lands forfeited to the Many 
agent has lost his head merely because he was too faithful, too indus- 
In the greedy eyes of some one higher up his 
outweighed the value 


same, 


crown. an 
trious, too successful. 
renewals loomed larger and larger until they 
of his personal services and then at some one’s bidding his contract 
his connection with the and he fell 
earth to commence the long grind to financial inde- 
pendence all over again. Fortunate the man to whom the experience 
comes while he is yet young and himself. What 
pitiful than the stooped, old veteran grown gray in the service 
prived of the staff on which he was depending for support as he traveled 
down the Western Slope. 


was cancelled, agency severed 


crippled to the 


can recover more 


de- 


We are looking for men of principle, who think things through for 


themselves, to represent us as agents. 


THE COLUMBUS MUTUAL LIFE INSURANCE CO. 
Columbus, Ohio 


C. W. Brandon, President. D. E. Ball, Sec’y and Actuary. 








Safety, Service and Stability 
ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
SAFETY—Guaranteed by careful selection of risks and’ investments. 


SERVICE—Provided by an efficient and progressive organization. 
STABILITY—Assured by conservative business policies. 


Horne Office: 
Founded: 1867 





Insurance In Force Over $350,000,000 


For information concerning contracts: 





Des Moines 


Address Agency Department 











Pictures Tell the Story 





them to put over your —e,, or your sp sale 


proof sheets, 
BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 





Cartoons will give your house organ that all \- = sparkle. Jie 














company produced Adams and several | 


| 


prominent attorneys and others who 
knew him testified that they had met 
the supposed dead man in East St. 
Louis, IIL, since the judgment was ren- | 
dered. Adams disappeared on April 1, 
1915, after leaving a note saying his 
body would be found floating in 


Meramec river. 


Had Big Agency Round-Up 


The Bokum & Dingle agency of the 
Massachusetts Mutual Life in Chicago 
held its fifth annual banquet on Monday 
evening, the occasion being doubly aus- 
picious, as the agency has now attained 


nrst place among all agencies of the 
company. There were tour home of- 
hee representatives present at the din- 


ner and two general agent guests from 


neighboring cities. Those outside of 
the Chicago agency who were present 
were: Dr. Morton Snow, chief medical 


superintendent 
actuary; F. E. 


3ehan, 
Pierce, 


examiner; J. C. 

of agencies; A. E. 
Emery, manager of the policy depart- 
ment; I. Hl. Offner, general agent at 
Milwaukee and formerly a leading pro- 


ducer in the Chicago agencies, and 
John W. Yates, recently appointed gen- 
eral agent at Detroit and a_ former 


The 


not- 


prominent Chicago life underwriter. 
Bokum & Dingle agency reports a 
in business so far 


able increase this year 
The first quarter closed with $5,250,000 
in new paid for business, this placing 
the agency at the lead of all Massachu- 
setts Mutual agencies in the country 
for the quarter. This figure shows an 
increase of $1,800,000 over the business 
of the first quarter in 1923, 


Hold North Dakota Meeting 


The general agents of the Northwest- 
ern National Life 
in Fargo Friday and 
the auspices of the Cary- 
of Fargo, state agents. 

Dr. Henry Wireman Cook, first vice- 
president and medical director, was the 
speaker Friday morning, talking on 

“Home Office Architecture wa and 
“Medical Selection.” 

Others from the home office in 

ance at the meeting were: 


under 
Agency 


Saturday 
Turner 


attend- 


W.. Rolla | 


the 


' the life business 


in North Dakota met | 


3, 1924 


es 


taken up by Mr. Wilson and Mr. Hewitt 


on salesmanship. Saturday morning Mr. 
Hale spoke on the actuarial phase of the 


| work. The session closed with a ban- 
quet. 
Writes Big Business 

J. A. Campbell, director of the Cen- 
tral branch agency of the New York 
Lite in Chicago, reports that the first 
quarter has closed with over $500,000 
more paid for business than the first 
quarter of 1923. The three months’ 
total was 500,000. March passed the 


same eth of last year, w hich was one 
of the highest months in the history 
of the agency. The March production 
was $2,311,200 paid for business, an in- 
crease of $200,000 over March, 1923. 


Beard Forming Woman’s Department 


Robert H. manager of the 
Beard Insurance Agency in Chicago, 
which is general agent for the Pan- 
American Life, is organizing a women’s 
department and has taken on commodi- 
ous quarters in the Illinois Merchants 
Bank Building for this branch, also en- 
larging its Insurance Exchange space. 
This agency has developed its life de- 
partment rapidly, being regarded as a 
fire and casualty agency only prior to 
taking on this lite general agency. Since 
that time it has built a large lite insur- 
ance department and in 1923 increased 
300 percent over that 
Mr. Beard himself has become 
the leading producers for the 
leading the entire field in per- 





Beard, 


of 1922. 
one ot 
company, 


sonal production for January. He also 
| lead the accident and health field for 
| the first three months of this vear. The 
agency is making a particular campaign 
at this time, in conjunction with the 
national advertising campaign of the 
Pan-American Life which should make 





1924 a banner year for this department. 


Mississippi Valley Notes 


William McLean, agent at 
Evansville, Ind., is seeking the Demo- 
cratic nomination for state senator from 
Vanderburgh county in the primaries to 
be held May 6. 


life insurance 

















Wilson, second vice-president and super- C. H. Simpson, North Dakota state man- 
intendent of agents; J. S. Hale, actuary, ! ager of the Minnesota Mutual Life. has 
¢ ttt seatets cunerin- | moved his headquarters from McVille, N. 
and H. O. Hewitt, assistant superin Ess faces, Ue den. Castes 1. Saue- 
tendent of agents. . son will be in charge of the local office 
Friday afternoon and Saturday were | at Fargo. 
INTEREST IN CONSERVATION | and discouraging policy loans——the 
eae forerunners of terminations. 

: . For some years, the Jefferson Stand- 

Problem Looms Prominently in South ard, a North Carolina company, has 
at This Time—Cotton Grower urged its agents throughout the south 


Natural Pessimist 


The question of conservation looms 
prominently in the horizon in the south 
at this time. Notwithstanding contin- 
uous agitation for crop diversification 
during recent years, cotton is still the 
staple of that section. Early in Febru- 
there was a sharper decline in fu- 


ary, 
ture prices than at any time since last 
December, and this in the face of the 


almost certainty that the 1924 crop will 
be inadequate to supply the demand. 
The farmer who raises cotton does 


not play in the eastern markets—or any | 


other mart for that matter; he simply 
sells his ginned product to his mer- 
chant, or the dealer in his trading point, 


in the fall of the year. Nevertheless, he 
is sensitive to market reports; he is | 
more; he is by mental training, :f not 


by nature, pessimistic, and during 1924, 
he is going to turn lose his money 
tiously. 

This situation has already been sensed 
by life companies which operate exten- 
sively in the south. Some of them are 
going to make a concerted effort to 
hold their business. The Life Insurance 


Company of Virginia, with headquar- 
ters at Richmond, recently opened a 
conservation bureau, which will be 


charged with reinstating lapsed policies 


policyholders to “term” 
fall of the year 


to encourage 
their insurance ‘enti the 


-the time at which cash is always more 
abundant in that part of the country. 
This is done, of course, on the old 
theory that “an ounce of prevention is 


worth a pound of cure.” 





Life & Casualty to Build 


Approximately $500,000 will be spent 
by the Life & Casualty of Nashville 
in erecting a new eight-story home 


159-167 Fourth ave- 


office building at 
according to A. 


nue, north, next year, 
M. Burton, president. 

The sale of the company’s present 
home on Church street to the Baxter- 
Banner Company for $225.000 has just 
been announced by Mr. Burton. The 
lease on the present building will ex- 


| tend for a period of two years. 


cau- | 


be 100 feet 
high and is 
occupancy by 


The new building will 
square and eight stories 
planned to be ready for 
Jan. 1, 1926. 


May Move to Fort Worth 
There is a persistent rumor in Texas 
insurance circles that the merger of the 
Southern Union Life of Waco and the 
Fort Worth Life of Fort Worth, brought 
about when J. L. Mistrot and Tom Poy- 
nor of the Southern Union acquired the 
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majority of the stock in the Fort Worth 
company, will result in moving head- 
quarters of the merged companies to 
Fort Worth. It is said the Fort Worth 
stockholders have approved the pro- 
posed removal and the insurance com- 
missioner has given his O. K. The mat- 
ter has not been passed upon by the 


Southern Union stockholders. 


Group Policy on University 

The Metropolitan Life has covered of- 
ficials and professors of the University 
f Richmond, 52 in number, with a 
group policy protecting each individual 
to the extent of $4,000. The insurance 
was written by A. B. Whitmore, assist- 
ant manager in the Richmond office of 
the company. Hali of the cost of it will 
be paid by the university and half by the 
insured. This is said to be the first 
group policy taken out by an educa- 
tional institution in Virginia 


Fraternals Confer With Scott 


The fraternals of Texas have been con- 
erring with Commissioner Scott about 
natters unknown to the public and there 
ias been much speculation as to the na- 
ture of the discussion. R. H. McDill, Texas 
head of the Woodmen: T. L. McCullough 
* the Praetorians and A. Morgan Duke 
of the Modern Yeomen, visited Judge 
Scott and remained some time. Their of- 
in Dallas and they are the Texas 


hees are 
named. 


lirectors of the organizations 


Digest of Texas Insurance Laws 


Judge John M. Scott, Texas commis- 
sioner of insurance, has completed a 
digest of the insurance laws of that 
state, the first since 1921, and the vol- 

published about May 1 It 


ime will be 
will include 


| entering 


all of the statutory articles | 


insurance and the legislative 
latter fitted into their 
the statutes It is 
for Texas 
value to 


covering 
enactments, the 
proper within 
to be a regular insurance code 

and will be a volume of much 


place 


the insurance fraternity and lawvers 
handling insurance litigation. In nearly 
every instance citations are gkiven of 


construing the particular 


of the statutes 


court decisions 


provision 


When the volume is printed. about 
May 1, Judge Scott expects vo have an 
ample supply for distribution. 


Southern Notes 


Standard Life of St, Louis, Mo.. is 
Arkansas and Alabama and has 
State managers for the 


The 


appointed 
territory. 

Je ff B. Marmon, manager of the Mutual 
Life of New York at Memphis, has been 
elected president of the Cooperative Club 
of that city 

Charles F. Coffin of Indianapolis, vice- 
president of the State Life, has been vis- 
iting in Dallas, and was one of the speak- 
ers at a Kiwanis luncheon thers 

Ben Thorp, state manager for the Fed- 
eral Life at Dallas, Tex., was slightly in- 
jured in an automobile collision this week | 
Mrs. Thorp was also slightly hurt 

John B. Cary of Diggs & Cary, 


general 


agents at Richmond, Va., for the Penn 
Mutual, has just returned from a_ sea] 
voyage to the West Indies He was ac-| 


companied on the trip by Mrs. Cary. 

The license of R. C. Kaylor of Musko- | 
gee, an agent of the Mid-Continent Life, 
was cancelled at a recent meeting of the 
Oklahoma Insurance Board on the grounds 
of alleged misappropriation of funds. The 
nets which he should have returned to the 
company Were not received, it is charged. | 


Hanson McNamara, cashier in the ew | 


vannah office of the Mutual Life of New 
York, and Miss Selina Heyward of that 
city will be married in May His best 


man will be his twin brother, Rieman Me- 
Namara, cashier in the Richmond, Va | 
office of the Mutual Life, formerly con- 
nected with the Savannah office, who was 
married a year or so ago to a sister of | 
Miss Heyward | 

| 
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SUIT OVER COLORADO TAXES 


National Life Would Enjoin Commis- 
sioner from Revoking Licenses, 
as Threatened 


DENVER, COLO., Apr. 1.—Suit has 
heen filed in district court here by the 
National Life, asking an injunction 
against Jackson Cochrane, state insur- 
ance commissioner. The action seeks to 
restrain Mr. Cochrane from _ taking 
away the company’s certificate of au- 
thority to do business in the state. 
Che plaintiffs also ask the 
issue a decree stating specifically that 
the company is not obligated to pay 
the state 2 percent insurance tax upon 
a certain sum of $4,714. 

Plaintiffs set forth that on 
of this year the company paid to the 
state treasury, through the office of 
Commissioner Cochrane, the sum of 
$1,258 as the 2 percent tax required by 
law. They assert that Cochrane then in- 
formed them that unless the company 
paid into the treasury through his office 
on or before 30 days after Mar. 1 the 
” percent tax upon an additional amount 
of $4,714 the commissioner would re- 
voke the company’s certificate. 

This amount of $4,714, it is said, is 
the amount of the divisible surplus of 
the plaintiff company belonging to 
Colorado policyholders and applied by 
due. The 


said holders on premiums 
plaintiffs contend that this sum is not 
subject to tax. 


The plaintiffs set forth that they have 
been informed by the commissioner 
that he proposes to impose a fine of 
$25 a day for every day the 2 percent 
tax on $4,714 remains unpaid after the 
0-day period of grace. 


Capitol Life Examined 
The regular Insurance Commission- 
ers Convention examination of the Capi- 
tol Life of Denver has been issued, as 
ot Dec. 31, verifying the company’s an- 
nual statement. Admitted assets shown 





court to] 


Mar. 4] 











are $6,259,398 and policyholders’ sur 
plus of $699,411, of which $250,000 is 
capital. The report is made by Colo- | 
rado, Wyoming and Arizona. 

The chief feature is the reference to 
the careful methods of calculating lia 
bilities. The examiners make a point in 
calling attention to the safety methods 
followed by the company. Reserves | 
have been set aside in a sum consider 
ably beyond the legal requirements, At | 
all points, the report asserts, it is the | 
practice of the company to load itseli 
with excess policy liabilities, rather than 
benefit the surplus account. The com- | 
pany last year wrote $9,030,929 of insur- 
ance and at the close of the year had 
$50,043,120 in torce. 


Life Insurance Week at Fresno 


The Fresno life insurance men are 
this week conducting “Life Insurance 
Week.” They have engaged Barney 


Pearson, well known life insurance lec- | 
turer, to address various civic organi- 
zations and other clubs on the service | 
of life insurance. The week will 
clude with a luncheon Saturday of which 
C. G. Guldager, district manager for the 
Fidelity Mutual in Fresno, is to be 
chairman. 


con- 
| 


Reorganize Denver Bureau 


Reorganization of the Insurance Bu-| 
reau of the Denver Civic & Commercial 
Association has been effected with the 
consent of J. Stanley Edwards, general 
agent of the Aetna Life, to take on the 
burden of its chairmanship. Mr. Ed- 
wards announces the appointment of the 
following insurance representatives to 
form the insurance membership in the 


council: David J. Main, secretary; 
I. I. Boak, vice-chairman; Charles F. 
Cashman, James H, Cowles, Ed P. 


Eppich, Clarence J. Daly, Sidney Moritz, 
Max S. Schayer and Hal D. Van Gilder. 

T. F. Foley, former general agent for | 
the Great Republic Life at Bakersfield, | 
Cal.. who later engaged in the general 
insurance business at Los Angeles, has 
removed to Torrance, Cal.. where he has | 
established a local agency for fire, life 
and casualty lines, 











The COLUMBIA LIFE INSURANCE 
COMPANY 


of CINCINNATI, OHIO 


ESTABLISHED 1902 


Attractive General Agency Openings 
in Ohio, Indiana and Kentucky 


SUMNER M. CROSS, President 
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OF OES MOINES, IOWA. 





We issue all standard forms of Life Insurance Policies. E li 
protected by Deposit of Full Legal Reserve with the State of cond 
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The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT “© MONTHLY INCOME INSURANCE 





Slate LATEST POLICIES AND AGENCY CONTRACT A@'LEZ aE 


Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 






































HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


Chere are exceptionally good oppor- 
tunities tor agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. MorRtssett, Vice-Pres. 


DAYTON, OHIO 
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The Penn MutTvar 


tives. We have 


many of our other Agencies. 
been accustomed to women co-workers. 
and in none of our offices are women 
They produce a large amount of business, 


welcome d, 
merely * 


‘tolerated.” 
because of their congenial atmosphere, 


We Welcome 


Women 


is proud of its women representa- 
them in the Home Office Agency, and in 
Penn Mutvuat men have Iong 
Recruits are gladly 
Agents just 


and because the Penn 


MuTwAL is liberal in its attitude toward female risks. 


The Penn Mutvat 
profession peculiarly 


recognizes that life insurance is a 


which the woman worker is peculiarly adapted. 


The Penn Mutual 


Life Insurance Company 


Philadelphia, Pa. 


Organized 1847 


adapted to the woman worker, and for 
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Eureka Life Insurance Co. 


Of BALTIMORE, MD. 


Incerporated Under the ne of Maryland, 1882 


Standard Ordinary and itaeted Policies 


MAGINNIS, President 


BARRY MAHOOL, Vice-President 


WE ISSU 


J. M. WA 
Dr. J. H. IGLE 


., Secretary-Treasurer 
RT, Medical Director 








tion. 


The cost is determined before the final working plans 


are made. 


The construction period is usually about one-half the 


A. MOORMAN & COMPANY 


ARCHITECTS 


Financial and Insurance Buildings 
A Nation-wide Service 

Under Our Service: 

One organization is responsible for the entire opera- 


ENGINEERS 


average time required. 


Finer workmanship is possible because of our special- 


ization upon monumental types of buildings. 


Sixth Floor, Chamber of Commerce Bldg. 


Saint Paul, Minnesota 


A pamphlet explaining the scope of our service sent upon request. 


BUILDERS 














Pelicy Reserves 
Dividends left on Deposit (drawing 5% interest)...........-. 
Other Liabilities 
Surplus 


4 1905 


1924 


Mutual Trust 


Life Insurance Company 


Bay onde cnceasesresivnesedion $88 442,000.00 
10,941 ,045.07 


Insurance in Force (Dec. 
Total Admitted Assets . 


{Assigned .... 
? Unassigned .. 


1,082,654.86 
$10,941,045.07 


For attractive agency openings in our growing organization, address: 


Home Office—Chicago Temple Bldg., 77 W. Washington St., 


saat Illinois 


9,439,248.00 
226,337.68 
192,804.53 

















| IN THE ACCIDENT AND. HEALTH FIELD 








WILL WRITE OVER _ $4,000,000 | PACIFIC MUTUAL’S NEW FORMS 


United States National Life & Casualty | Company Has Revised Its Policies in 


Will Open a School in Philadelphia 
Starting Next Month 


The premium income of the 
States National Life & Casualty of 
Chicago for March was $342,125, or at 
the rate of more than $4,100,000 per 
year. This is exclusive of the premiums 
of the casualty department of the Na- 
tional Life U. S. A. Manager 
Boyer estimates that the premiums for 
the current year will run close to $4,- 


500,000 if industrial conditions remain 
about the same. The company started 
to do business Nov. 1 last. This is a 


record for five months, since the com- 
pany started. 
The United 
commercial 
monthly premium 


National writes 
health, 
accident 


States 
accident and 
payment 


and health, industrial life, health and 
accident, railroad installment, automo- 
bile, group accident and health. All de- 


increase in 


partments show a marked 
succeeding 


premium income for each 
month this year. 


Plaw Philadelphia School 


United | 


jo! 





an ae 
The company’s next training school | 


will be held in Philadelphia, in charge 
of Dr. W. Granville, educational di- 
rector, assisted by Vice-President T. W. 


Leonard, who will be in direct charge, | 


Vice-President J. J. Krist of Baltimore, 
H. D. Foster, Chicago, assistant to gen- 
eral manager. The textbooks will be 
the several manuals recently published 
in connection with each line of busi- 
ness. These manuals give about 100 
pages more information and _instruc- 
tions than given by other similar books. 
The accident and health primer pre- 
pared by Dr. Granville for the Insur- 
ance Federation of Pennsylvania will 
also be one of the textbooks. This 
primer will be put into circulation about 
May 1. The date set for the opening of 
the school is May 5, at Adelphia Hotel, 
Philadelphia. 


All representatives in Philadelphia, 


Chester, Pa.. Wilmington, Del., Cam- 
den, N. J., Trenton and other nearby 


places will be required to 
school. Representatives from other 
nearby points will also attend. In ad- 
dition to those who are now connected 
with the company, at least 50 good pros- 
pects for managerial positions will be 
accepted as students. 

This is the third term of the school, 
the first being at Chicaeo last July, the 
second at Newark, N. J., in December. 





When Double Indemnity Applies 


The question often arises as to just 
when the double indemnity clause of an 
accident policy applies. Many policies 
provide indemnity “If the death or dis- 
ability of the insured shall result solely 
trom bodily injuries sustained during the 
life of the policy, through external, vio- 
lent and accidental means and while the 
insured is riding as a passenger on any 
railway passenger conveyance provided 
by a common carrier for the transporta- 
tion of passengers.” 

The legal department of the United 
States National Life & Casualty, ruling 
on the construction of this clause, holds 
that a person is “a passenger” from the 
time he or she is accepted for passage 
by the common carrier until he or she 
has safely landed at termination of jour- 
ney, and “is riding” as a passenger from 
the time he or she gets on the step or 
running board until he or she has safely 
landed. 





George Johnson, for several 
manager of the accident and health de- 
partment for the Continental Casualty 
at San Francisco, has resigned to be- 
come manager for the same department 
of the Pan-American Life in northern 
California. The Pan-American Life en- 
tered California about a month ago. 


Douglas Waterman is its general agent. 


attend the | 


years | 








|} ing house 


View of Continuous Loss 
on Health End 


The Pacific Mutual Life has gotten 
} out a new set of commercial policy 
forms in which the health section of the 
| contract has been revised. The com- 
pany, in making the announcement as 
to these policies, says: 

As stated by Vice-President Baker in 
his recent announcement to the field con- 
cerning readjustment of commercial 
health insurance underwriting, the busi- 
ness of commercial health insurance has 


reached a stage where it is producing 
only a loss to the company. This condi- 
tion can, in the main, be traced to two 


causes, First, unnecessary frills found 
in present-day health insurance con- 
tracts which are extremely costly to the 
company and for which the premium 
charged is not sufficient. Accumulative 
weekly indemnity and partial sickness 
disability are prominent under this head- 
ing. Second, a tremendously large num- 
ber of claims for trivial disabilities— 
claims of one, two, three or four days’ 
duration. The claims for short periods 
of time not only increase the actual claim 
cost, but increase the claim expense be- 
yond normal. The expense of handling 
a claim of two days’ duration is as much 
as the expense of handling a claim of 
two months’ duration. 


Puts in Small Claims 


The holder of a commercial policy is 
not in vital need of the small amount 
of indemnity which he secures by putting 
in a claim for a few days of disability, 
but if these claims are presented they 
must be paid, and to pay them the proper 
premium charge must be collected. What 
the applicant really wants is protection 
of his income in the event he suffers a 
real loss of time, He naturally desires 
to secure the most insurance he can 
obtain for the least money. He is not 
seriously affected by a short period of 
disability, but does desire protection 
against the long periods. This is par- 
ticularly true in the case of disability 
from sickness, where the initial expense 
is not so heavy as in the case of dis- 
ability from accident, which frequently 
requires costly surgical attention. 


To Have Elimination Period 


The non-cancellable income policy, as 
issued by our company, clearly indicates 
a desire on the part of the insuring 
public for protection against the longer 
and more serious disabilities. To meet 
this requirement in the commercial divi- 
sion a two weeks’ sickness disability 
elimination amendment will be issued 
with the new form sickness and disabil- 
ity policies. The issuance of the amend- 
ment is optional with the applicant. He 
can secure a policy without the amend- 
ment if he desires to be compensated for 
a period of disability of less than two 
weeks. But, if he desires to eliminate 
the first two weeks of disability from 
sickness and receive protection for dis- 
ability lasting longer than that time, he 
can secure this form of protection at a 
material reduction in the premium rate. 
The elimination applies only to the sick- 
ness feature and not to the accident. 


Sickness Features of the Coverage 


It is impossible to continue the issu- 
ance of health insurance on the present 
basis, and to effect in part some of the 
needed reforms the company has pre- 
pared an entire new set of commercial 
policy forms for issuance commencing 
April 1, 1924. The sickness feature of 
the new policy forms provides coverage 
as follows: 

1. A form paying full weekly indem- 
nity for total disability causing confine- 
ment inside the house. Limit 52 weeks. 
This form also provides half the weekly 
indemnity for total disability not caus- 
confinement, but following a 
period of house confinement. Limit 26 
weeks. The premium charged for this 
coverage is $8 for each $5 weekly in- 
demnity, ages eighteen to fifty, and $11 
for each $5 weekly indemnity, ages 51 
to 55. 

A form paying full weekly indemnity 
for total disability not necessarily caus- 
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ing confinement inside the house. Limit 
52 weeks. The premium charged for this 
coverage is $9 for each $5 weekly in- 
demnity, ages 18 vo 50, and $12 for each 
$5 weekly indemnity, ages 51 to 55. 

3. A form paying full weekly indem- 
nity for total disability not necessarily 
causing confinement inside the house. 
Period unlimited. The premium charged 
for this coverage is $11 for each $5 
weekly indemnity, ages 18 to 50, and $14 
for each $5 weekly indemnity, ages 51 
to 55, 

These policies contain the usual hos- 
pital benefits and surgeons’ fees clauses, 
but do not provide for the payment of 
partial disability from sickness nor for 
yearly accumulations of the sickness 
weekly indemnity. 


Increase Health Rates 

The Commercial Casualty of Newark, 
tollowing a number of other companies, 
has decided to make an increase in rates 
on health policies. This, however, will 
not affect old business but will take ef- 
tect on new policies about May 1. The 
increase will be approximately $1 for 
each $5 weekly health indemnity on all 
forms of policies. The company also 
plans to improve its policy somewhat. 





Companies Sued for Damages 


DALLAS, TEX., Apr. 2—Virgil S. Ham- 
ilton of Dallas has sued the National 
Life, U. S. A., and the United States Life 
& Casualty for $530,000, alleging false 
imprisonment and damages. Hamilton, 
in his petition, alleges he was formerly 
agent for the companies. He asks for 
$375,000 for loss of business at and near 
Houston, Tex., $50,000 for damage to his 
health, $100,000 exemplary damages and 
$5,000 for other damages. In his peti- 
tion he alleges he is now representing 
the Cloverleaf Life and Casualty He 
claims he was arrested in Dallas, hand- 
cuffed and carried to St. Louis by men 
said to be connected with the companies. 





Notice of Sickness 


Notice of 
authority of an 
his principal is 


Sickness—The apparent 
agent which will bind 
such authority as thé 
reason of the 


agent appears to have by 

actual authority conferred upon him by 
his principal. Under the facts set out 
in the opinion, held, that statements of 


insurance company with 
limited authority, waiving notices of 
sickness required by the policy, are 
within the apparent scope of the agent's 
authority and binding upon the company 
Mangiameli v. Southern Surety, Sup. Ct., 
Nebraska. Decided March 22. 


an agent of an 


Probe Big California Claim 
With approximately $100,000 of acci- 
dent insurance involved, the Fran- 
cisco offices of three companies have se- 
cured an order for an autopsy on the 
body of Felix Frank before cremation. 


San 


Frank, who was killed in an explosion 
in the South San Francisco plant of the 
Catalytic Chemical Company, carried 
large accident and life policies—$45,000 
with the Maryland Assurance, $20,000 
with the Aetna, $15,000 with the Con- 
tinental Casualty and $20,000 with the 
London Guarantee, in addition to $50,000 


Mutual. 
policies 


Pacific 
accident 


with the 
the 


life 
It is 


insurance 
claimed that 





| 


taken out recently, the London 
Guarantee & Accident Company policy 
being issued Mar. 19, The Pacific Mutual 
policy had been in force about four years. 
Frank was alone in the laboratory at the 
time of the accident and the companies 
have started an investigation to deter- 
mine exactly how it occurred. While 
company officials did not state that they 
held to the suicide theory, in view of the 


were 


fact that the accident insurance was 
taken out so recently they desired a 
thorough investigation. The autopsy, 


when made, disclosed the fact that Frank 


died from poisonous gas. 


Interesting Figures Are Given 

In reply to the agent who 
doesn't write health and accident because 
of the number of cancellations following 


says he 


claim payments, the U. 8S. F. & G. pub- 
lishes a summary of its claims for a 
period of three months, showing the 
number referred to underwriters and 
the disposition thereof by them. The 
summary follows 
All claims settled...... rere 1,376 
Of these, referred to underwriters 237 
Of which were cancelled , 43 
And waivers required on.. ; 85 
Marked for non-renewal. 5 
Physical examination required. . 1 
Rewritten at increased premium 1 
Leaving from the total claims 

settled a total continued with- 

out action of . hens ct 1,241 





Agent’s Waiver Binds Company 


The Nebraska supreme court holds, in 
a decision rendered Mar. 22, that where 
the agent of a company lulls a policy- 


of security by telling 
him that he will do for him, what his 
policy requires the holder himself to 
do, the company will not be permitted to 


holder into a sense 


take advantage of the unauthorized 
promises of the agent Tony Man- 
giamelli of Omaha had a health policy 
in the Southern Surety He fell sick, 
and the agent, a friend, told him he 
would take care of things for him. The 


policy provided for a forfeiture of bene- 


fits if notice of illness was not given 
the company Tony gave no such notice, 
and when he presented a claim for $285 
it was rejected and fought to the higher 
court 

That tribunal says the apparent au- 
thority of an agent which will bind his 
principal is such authority as the agent 
appears to have by reason of the actual 


him by his 
facts stated 


conferred upon 
held under the 


authority 
principal. It 


that statements of an agent, with 
limited authority, waiving notices of 
sickness required by the policy, are 
within the apparent scope of the agent's 


authority and binding upon the company. 


Accident Notes 
Life & 


amended 
$200,000, 


Casualty of 
articies in 


The Equitablk 
Louisville has filed 
creasing capital to 


R. O. Davidson, superintendent of the 
accident and health department of the 
Royal Indemnity and the Eagle Indem- 
nity, is visiting Pacific Coast agencies in 
the interest of the companies’ new acci- 
dent and health policies 

In cooperation with the Great Ameri- 


Casualty of Chicago, the Milwaukee 
offering a $500 accidental 
death policy to its readers. covering every 
form of accidental death with the excep- 
tion of loss of life through aerial or sub- 
marine accidents. 


can 
“Sentinel” is 





Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 





NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the “Unique Manuai- 
Digest” and ‘‘Little Gem,"’ Published Annually in May and April respectively. 








Gets Out Two Low Priced Contracts 
Including Both the Life and 
Accident Features 


The Federal Life of Chicago is now | 


furnishing its representatives with two 
new forms of policies. One will be is- 
sued by the life department and is called 
“Life Insurance Certificate.” It pro- 
vides for a specific amount of insurance 
payable at the death of the insured re- 
sulting either from accident or disease. 
The amount of insurance is $100 and the 
amount of the annual premium is $2. 
The other policy is called “Federal- 


FEDERAL LIFE NEW POLICIES | ized Travel Accident Policy with Burial 


and is to be issued by the acci- 
It is a combination of 


Benetit” 
dent department 


the travel accident policy which the 
company heretofore has been success- 
fully issuing and the “Life Insurance 


Certificate” referred to. The annual pre- 
mium on this policy is $3. No medical 
examination is required for either of 
these policies. 

These two contracts are unique be- 
cause the coverage provided is definite 
and clear and the forms of applications 
used are short and concise. 

From the standpoint of the insurance 
salesman these policies will serve as a 
means for increasing the salesman’s 














TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 
Over Twelve Million 
Dollars 


For Particulars Write 


The Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


Note: During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 


December 3 lst, 1923. 


























INDIANA OHIC ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 








H. A. HOPF AND COMPANY | 
MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment Standardization 
Personnel Modern Office Planning 


Western Office: 327 S. La Salle St., Chicago | 


Organization 
Methods 


Main Office: 40 Rector St., New York 


| 
| 











Got enough accident and health insurance? Want to sell more? A tip—read The Casualty 
Review, an illustrated monthly magazine for accident and insurance salesmen. Full o’ pep! 
Full of ideas! Send ten cents for sample copy or $2.00 for a year’s subscription to T 
Casualty Review, 1362 Insurance Exchange, Chicago. 
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volume of regular business, both life and ——~ 
9 accident and health insurance. Deabie Double 
WINNIPEG’S ——— : Life Disab. Ind. Ind 
. . LAMAR’S NEW RATE SCHEDULE |5°.......... 94.02 102.24 97.77 105.99 
New — First Class — Downtown and Leading Hotel peerage 98.78 107.48 102.53 111.23 
Remon ; i axkiseckas 103.87 113.10 107.62 116.85 
Issues Nonparticipating Scale, Showing | 53 .......... 109.31 119.13 113.06 122.88 
(Us #Marlborou General Readjustment, With Some [53-000 ---~ a Te ee Ee 
a BO ecccecesece 21.00 Ivde.e abd =v. o l 
Decreases in Cost ee ee ee 127.44 
240 Rooms — 220 Baths ——- Sample Rooms _— BT wees eeees 133.94 
om se . Pre 140.89 
‘ The Lamar Life of Jackson, Miss., has 
ith M . - eS 148.32 
Within three minutes of all Insurance Offices and [Agencies issued a new rate schedule, adding rates | $3 °"""""""” ee 
and Center of for ages 10 to 20 on certain forms and|¢;_......... 164.78 
Financial, Wholesale, Shopping and Theater District. 15 to 20 on others, and readjusting the] 62.......... 173.88 
entire schedule. There are several] 63 .......... 183.64 
R. H. Webb, Manager marked reductions, though in some | 64 194.09 
cases there are slight increases. The | ® ----------2 05.29 
new schedule on the principal poficy eee 
forms is as follows: Merchants Life 
‘ 6 & ei & an The Merchants Life of Towa is revis- 
. *« 5 me = ing its policy, discontinuing the single 
ri te our ame < a al i 3 dismemberment disability benefit, the 
Me 2 x > x double indemnity clause becomes inoper- 
Hi Pl 399 " Po ~ Q. > ative at age 60 instead of 70, the incon- 
oc = pa - aia a testable period is shortened to one year 
ere, ease < ~ a a the restriction on use of intoxicants and 
Th ee eee $20.53 $41.24 narcotics has been removed. A new lif 
11 .. ses 20.65 = 41.27 income settlement option and endowment 
h - “= See seas yg at age 60 and 65 has been added. 
UT arene ghey ry ee 1 eeePramne TE sie ein a < 
15 ..$13 21.10 41.40 : ife Insurance Co. o irginia 
words, he has been told of the 16 1.1385 2442 4145 ; 
’ ° ° 17 14 21.75 41.50 ‘ The Life Insurance Company of Vir- 
many benefits Life Insurance holds for . he seis a .83 | ginia has new rates effective Apr. 1. 
: : 20 5.10 22.80 67 2 ‘9! ee aa 
him and his loved ones, and when he 20. 15.10 2380 4167 i Idaho State Life 
> ~ 23 15.80 23.58 41.80 3 06 The . : . ae 
signs on the dotted line, he does so 23 16.18 23°98 4187 "12 The Idaho State Life has decreased its 
> e 54 16.55 2440 41.94 26 j rates on limited payment life and en- 
because of certain things he wants to 35 Ll dmet 248s 4200 3k 35 |dowment policies. It has also revised 
li h ° th f t 26 to os £3.08 3 40 its policy contracts. The company states 
accom 1S in e future. 27 (S 25.80 «1s : 47] “We have revised our disability forms 
Pp 28 18.29 26.290 42.25 : 25.0% | and when the new rates go into effect 
29 18.78 26.76 42.36 = 32. ‘65 | the old forms of disability will be dis- 
A |] | ki h f 30 19.30 27.35 42.47 32.76 8.75 . le : ates : 
n agent also is ooking into t e future 31 19.86 27:90 4260 3340 58.85] continued. Two forms of disability will 
33 20.45 28.46 42.75 34.08 58.97 | be issued—one providing for a waive! 
when he writes his name on the dotted 33 21.04 29.06 42.90 34.80 59.10 | of premium and monthly income of $10 
34 21.70 29.65 43.08 35 59.23 | per $1,000 for a varying premium, the 
line of an agency contract. He wants 35:2 22:87 90.30 48.14 36.28 59.38 | monthly income beginning three months 
on ae ae 31°73 os a7 37.06 59 69 after proof and continuing during dis- 
liberal first year commissions and good 87. 23.87 31.72 43.57 eel aay aati mateetty of the petics 
29 5. Hh 23.30 44.12 60.11 | either as an endowment or a death claim 
renewals, easy to earn. He wants 40 26.47 34.12 44.45 60.49 | The other form of disability will provide 
"—_" . 41 27.45 35.00 44.70 60.70 | for waiver of premiums only at a rate 
policies that are attractive, and he 02 1. 3848 35.92 ARO 4 61.00 | of 25 cents per $1,000.” 
7 «vo. ? * aoe Il.« 
44 30.74 37.93 46.06 4 61.468 ~aamee 
wants to be a man among men, and 44 -. 20.74 37.93 46.06 44.85 GLAS si 
: : 46 .. 33.30 40.25 47.19 4 62.28 
not merely a cog ma machine. 47 24°71 41.45 47.89 48 G2.82 The insurance departments of Illinois 
48 .. M91 42.76 48.47 no 63.42 | Oregon and Washington have _ ruled 
: HM — 49 .. 37.84 44.20 49.55 51.40 €4.08 | against the partial disability and surgi- 
If you are looking for such things 49 .. 3784 44.20 49.53 51 $4.08 | against the partial disability and sursi- 
write in confidence to— . : 7: onan 51 54 ip, 6h 60 Continental Life of St. Louis and as a 
53 4h 40 50.7 m4 02 R7 AR result the company has temporarily re- 
54 47.65 52.82 RS.4h 62.77 | frained from using those features in the 
THE CLEVELAND LIFE |). 003 {0 G8 5 /s0'son 
RG f2.94 66.92 AS.88 71.59 
57 55.75 8609.98 = 0.91 TRAN . , 
INSURANCE COMPANY acl atas geen eas ae ae magia 
4 este Stes = 4H 7440 on o. The Ohio State Life is issuing an edu- 
a family 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 
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| NATIONAL 
LIFE AND | 


Sey SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secy-Treas 


THE NATIONAL LIFE & ACCIDENT INSURANCE G'¥ 

















You, 


NY 








HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 




















National Life, U. S. A. 


The National Life, U. S. A.. 
out a special low rate ordinary life 


has gotten 
policy 


which will not be written in amounts 
less than $2,500: 
Disab. 
and 


Double Double 





Life Disab Ind. Ind 
15 ....$30.50 $32.61 $34.25 $36.36 
1f 31.08 33.2 83 37.02 
17 31.69 37.70 
18 32.33 38.42 
19 33.00 39.17 
0 33.70 39.95 
21 34.44 40.77 
oe 35.21 41.63 
2: 36.02 42.52 
24 36.87 43.46 
Dt he SG eerek an 37.76 44.45 
26 38.70 45.48 
27 39.69 46.57 
Ot Sines nee 40.73 47.71 
29 41.83 48.92 
a0 42.98 50.19 
31 44.20 41.53 
32 45.48 52.94 
33 46.83 54.42 
34 48.26 56.00 
35 49.77 57.66 
ere 51.62 59.68 
i? sevantoawe 53.59 61.82 
BD osctececee 55.67 64.09 
i? <neessee 57.88 66.49 
40 60.23 69.05 
OB cosescecna 62.72 71.77 
42 65.37 74.65 
43 68.19 77.73 
44 71.20 81.01 
Oe ecssenvace 74.41 84.51 
OS ccvcnvtcos 77.83 88.25 
OF scccccesce 81.49 92.25 
GB iccceccess 85.39 96.51 
OP ccstnescns 89.57 101.10 





cational endowment policy. “If 
from present 
aside.” said 


can save 54 cents a day 
expenditures and set it 
President John M. Sarver, explaining the 
policy, “at the end of 15 years the com- 
pany will pay the child $75 monthly for 
four years. These figures are based on 
an educational endowment policy issued 
on the life of the father at the age 35 
with the child at the age of 3, the policy 
maturing for the child at the age of 18.” 





WITH INDUSTRIAL MEN 











NEW DISTRICTS ESTABLISHED 


John Hancock Mutual Announces the 
Opening of Territory for Its 
Industrial Department 


Hancock Mutual Life is 
district in Grand Rapids 
appointed Chester W 

superintendent at 
superintendent in 


The John 
opening a new 
Mich., and has 
(rConnor assistant 
Cambridge, Mass... as 


charge. He stands well with the com- 
pany. 
The John Hancock is also establish- 


Portland, Me., which 
Biddeford, Lewiston 
and Auburn. Harold E. Hall, assistant 
superintendent § at the Salem, Mass.. 
agency, becomes superintendent at Port- 
land. He started as an office boy in the 
agency department at the home office in 
September, 1904. He was appointed as- 
sistant at Pittsburgh No. 2 in 1909 and 
remained there until he was transferred 
to Salem in October 1910. 
The John Hancock has 
new weekly premium 


district at 
will include Saco, 


ing a 


opened a 
Fort 


also 
office at 
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Wayne, Ind. To fill the new position, As- 
sistant Superintendent Arthur B. O’Con- 
nor of Bridgeport, Conn., has been pro- 
moted to be superintendent at 
Wayne. Mr. O’Connor has been for some 
years with the company, beginning as 
agent in the weekly premium depart- 
ment. 

The following have been promoted 
from the rank of agents to assistants 
in the districts of their service: 

Roberr H. Cross, Germantown, Pa.: 
Frank Nugan, Dayton, O.; Patrick S. 
Lombard, Philadelphia 2; Jacob W. Gies- 
ler, St. Louis 1; August H. Kramme, 8t. 
Louis 2; Max Rosen, Brooklyn 1; James 
4. Elliott, Philadelphia 1; Jeremiah P 
Manaher, Chicago 2; Alexander Pacz- 
koski, Elizabeth, N. J. (New Brunswick 
detached), 

Emmett Van Hyning is transferred 
from agent at Schenectady, N. Y., to an 
assistancy at Binghamton, N. Y.: Leslie 
R. Finley and John J. Tierney, from 
agents at St. Louis 3, to assistancies at 
Davenport, Iowa; James H. Cleveland, 
from agent at East St. Louis, Ill, to an 
assistant superintendent at Davenport, 
Iowa: Edgar W. Vogel, from St. Louis 2 
‘to an assistancy at Davenport, Iowa; 
Arthur W. Beaudry, from agent at Hol- 
yoke, Conn., to an assistant superintend- 
ent at Portland, Me.; Louis E. Horn, 
from agent at Lowell to an assistancy at 
Portland, Me.; William H. Horwood, 
from agent at Malden, to an assistancy 
at Portland, Me.; William F. McCarthy, 
from agent at Salem, Mass., to an as- 
sistant superintendent at Portland, Me.;: 
Thomas F. McCook, from agent at 
Springfield, Mass., to an assistant super- 
intendent at Manchester, N. H.; George 
BR. Roberts, from agent at’ Rochester, N. 
Y.. to an assistant superintendent at 
Binghamton, N. Y. 

Assistants transferred are John Kelly, 
from Brooklyn 1, to Hempstead, L. L; 
Peter F. Terry, from Manchester, N. H., 
to Salem, Mass.; Gottfried F. Neidhardt, 
from Syracuse proper to Syracuse 
(Oswego detached). 

Other changes are Harry B. Groenberg, 
from cashier to assistant to the super- 
intendent at New York 2; Joseph A. 
Ludrof, student cashier to cashier at 
New York 2; Richard J. O'Gorman, from 
clerk at St. Louis 3, to cashier at Cleve- 
land 3; Leonard Auslander, training 
cashier at Chicago 4 to cashier at Daven- 
port, Iowa: Joseph D. Mahoney, from 
training cashier at Lowell, Mass., to 


Forr 


2, | No. 2 in the 


cashier at Portland, Me.; James P. 
O'Keefe, claim adjuster and inspector at 
Holyoke, Mass., to claim adjuster at 
New York 1; Julius Polatschek, from as- 
| sistant-at-large at Troy, N. Y., to an as- 
| sistancy at Syracuse, N. Y.; Lawrence G. 
| Johnson, from agent to training cashier 
io Minneapolis, Minn. 


HONOR KANSAS CITY LEADER 


Officials of Metropolitan Life Pay Trib- 
ute to Notable Record Made by 
L. L. Adams 


KANSAS CITY, MO., Apr. 1—Two gath 
| erings of Metropolitan Life agents and 
|} employes were held in Kansas City last 
week, both due to the fine production 
of the districts here, but particularly 
to the prize-winning record of the West- 
port district under L. L. Adams. Mr 
Adams has been manager of that district 
for 15 years, and has almost continu- 
ously been a leader Last year he was 
United States and Canada 
in group life production and the first 
in the entire country in group health and 
accident production. Home office offi- 
cials came here last week to tender a 
dinner to Mr. Adams, for the winning of 
the highest place by the Westport dis- 


trict, in production and general results 
over the period ending Mar. 1 There 
were about 125 present Harry Miller, 


| vice-president of the Metropolitan, who 
| officially tendered the dinner, was the 
chief speaker, and Fred L. Moran, super- 
intendent of agencies, also spoke Miss 
Mary E. Tennant, field supervisor of 
nursing service, was also in attendance 





A luncheon was also given by the 
managers of the Kansas City districts 
their staffs to the visiting home 


| office representatives, at which the lead- 
ers of the various districts were guests 

The home office representatives re- 
mained over for a few days for confer- 
ences with the local people and several 
sessions were held with various groups 


| 
|} and 
| 
| 





Columbus Superintendent Dead 


| 
| 
Clyde R. Haskins, aged 41, former super- 
intendent of the Columbus, O., branch of 
the Baltimore Mutual Life, died this week 
after an illness of two years He was 
buried at Ironton, his former home 



































GOOD SAN FRANCISCO TALKS 


Program of Varied Addresses in Live 
Topics Given Before Northern 
California Association 


SAN FRANCISCO, CAL., Apr. 1.— 
Declaring that life insurance is the na- 
tional anchor in times of financial stress, 
William A. Lowei, manager of the Re- 
tail Credit Association of San Francisco, 
made the principal speech of the eve- 
Northern California 


ning before the 
Association at its regular monthly 
meeting. He told of the important 


part played by insurance in the exten- 
sion of credit: “Ninety per cent of 
all business is conducted on credit and 
were it not for insurance credit could 
not be granted—all business would have 
to be done on a cash basis.” That 
character plays a very important part 
also in the extension of credit was 
brought out by Mr. Lowei, and the 
carrying of life insurance is indicative 
of the high character of the man. 
“The more insurance sold, the stronger 
will become our economic structure,” 
said Mr. Lowei. 
Brokers Offer Cooperation 

The meeting was presided over by 
Paul Judson, first vice-president of the 
association, with Arthur Hutchinson, 
agency director of the Golden Gate 
branch of the New York Life as chair- 
man of the evening. Laurence W. 
Rankin, chairman of the board of gover- 
nors of the Insurance Brokers Exchange, 
who was the guest of the evening, made 
a short talk in which he offered the co- 
operation of the Exchange in the exten- 


sion of life insurance service and urged | 


closer cooperation between the brokers 
and life insurance men. 
Prof. A. H. Mowbray of the University 


!of California, prominent as a consulting 
actuary, discussed in an interesting and 
instructive manner “The Economic Value 
of Human Life.” “Life Insurance is the 
capitalization of the excess producing 
capacity during the pericd of produc- 
tion,” said Professor Mowbray. Charge- 
able against this is the overhead which 
must be met before production begins 
and also the cost of maintenance after 
production ceases. He urged that suffi- 
cient insurance be sold to take care of 
this cost of maintenance after the period 
of production was past. 





Life Insurance and College Finances 


Paul T. Bell, who has made a remark- 
able record as a personal producer and 


who worked his way through col- 
lege selling life insurance, spoke on 
“Life Insurance and College Finances’- 


from the standpoint of providing a fund 
for the college education. 

“Analyzing Your Prospect Scientifically 
at Sight" was covered by M. E. Drum, 
vocational analyst and former member 
of the faculty of Stanford University. 
Mr. Drum gave many valuable pointers 
as to methods of approach and what to 
say and what to leave unsaid, accord- 
ing to the particular type of prospect. 

Kellogg Van Winkle, assistant agency 
manager central branch, Equitable Life 
of New York, discussed “Bread and But- 
ter Methods of Placing Insurance,” and 
gave many concrete examples of both 
the approach and the close. He listed 
18 sources of prospects, and closed his 
remarks with the suggestion that the 
underwriters strive at all times to “get 
the conversation on a comfortable 
basis.” 

es = 

Hartford, Conn.—At a meeting Friday 
of the Connecticut association, a large 
attendance was present, including offi- 


| cials of life companies, state agents, so- 


liciting agents and officers of trust com- 
panies. C. E. Stockter, general agent of 
the Provident Mutual Life, Max Hartsall 
of the New York Life and James E. 











The Eyes of the World Are Centered on 


LOS ANGELES 


Beautiful! Delightful! Prosperous! 


It has been termed the “Magic City” by reason of its 


astounding and almost supernatural records of progress. 
growth is unprecedented and its future certain. 
of business is sharing alike in this field of opportunity. 


Its 


Every branch 
‘Things 


are any oy the year ‘round. Weather conditions do not in- 
terrupt the day's business. Hardly a month passes but that a 


new record is made ir some line of endeavor. 


There Is Profit in Progress 


Come to Los Angeles to Live,—where opportunity is un- 
limited in the life insurance feld. Presperity and successful life 


insurance underwriting go hand im hand. 


With our co-operation in the field, yeu will find that the new 
Multiple Protection Policy which ‘‘pays 5 ways” will enable you 


to make an enviable record. 


Last year we paid fer twe millions per month of new business 


in eight counties. 


For information address 


JOHN NEWTON RUSSELL, Manager 
HOME OFFICE AGENCY 


56 Years P ACIF IC MUTUAL LIFE Assets over 


” INSURANCE CO. 


Pacific Mutual Bldg. - - 


$81,000,000 
Los Angeles 
































LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 
J. C. EVERETT, Manager 


317 Wilson Building Dallas, Texas 


ARKANSAS 
J. E. LEEPER, State Manager 


P. O. Box 1077 Little Rock, Arkansas 


We may have just what you are looking 
for. Why not get in touch with us? 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 

Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 

















Finney, secretary of the Connecticut as- 
sociation, had charge of the affair. Talks 
were given on subjects as “Cooperation 
and Coordination of Trust Companies” 
and “Life Insurance Company Services 
in Connection with Life Insurance In- 
talk 


come Settlement.” Another was 
given on “Insurance Trust and Trust 
Company Services,” the meeting being 


devoted to develop further interest in 
Hartford on the subject of life insurance 
and its application towards the creation 
of trust funds. 

x * * 

Kansas City, Mo.—The Kansas City 
association entered upon the subject of 
“Educational Bequests” most aggressively 
in March. The chief speaker at the 
monthly luncheon meeting was Dr. F. B. 
Hawley, president of Park College, 
Parkville, Mo. He emphasized not only 
the opportunity for bequests to colleges, 
but the tragedy of negligence on the part 
of persons who fail to make bequests for 
individual use in education. Park col- 
lege happens to be a particularly good 
source of ideas for educational bequests. 
It receives young men and women un- 
able to pay the fees and costs of col- 
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MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 





of the new business issued by The Northwestern 


Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


Milwaukee, 


Once a Policy- 
holder—Always 
a Prospect. 
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ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 


ROCKFORD, ILLINOIS 























lege training; they earn their way 
through the school, many of them having 
not a dollar of income from other sources. 
This sort of college is therefore espe- 
cially in need of endowments. 

Arthur Sweeny, general agent of the 
Mutual Benefit of Newark, emphasized to 
the association the need of bequests for 
education of children. 

* * * 

Cleveland, 0.—Dr. John Thompson, 
pastor of the First Methodist Church, 
Chicago, will address the April meeting 
of the Cleveland association on “Life In- 
surance and Its Vital Relations to Social 
Welfare.” Dr. Thompson made a strong 
impression at the Chicago convention 
last year with his opening address, “How 
Adequate Life Insurance will Decrease 
Dependency, Illiteracy, Poverty and 
Crime.” 

* * * 

Denver, Col.—The regular monthly 
meeting of the Colorado association was 
a combination of its members and the 
insurance bureau of the Denver Civic 
Association. J, Stanley Edwards, chair- 
man of the newly revived insurance 
bureau, had charge of part of the pro- 
gram, ‘introducing the newly elected 
manager of the Denver Civic Association 
and announcing his appointments in the 
insurance bureau of members for the 
council. President Winne presided. The 
chief events were talks by Attorney 
Charles Brock on the “Bill of Rights in 
the United States Constitution,” and by 
Agency Director B. Notzon of the New 
York Life, who spoke on the reasons for 
boosting Colorado and Denver. Mr. Not- 
zon's remarks were statistical and in- 
spiring in their demonstration of ample 
faith in the future of the state and of 
Denver. 





7 ca * 

Dallas, Tex.—"“We have never linked 
life insurance up with what men are 
doing, or with what they are trying to 
do,” C. C. Day, president of the Oklahoma 
association told members of the North 
Texas association Friday. He was intro- 
duced by President E. 8S. Albritton as the 
“first of a series of prominent speakers 
who are to address the Dallas and North 
Texas life underwriters.” 

There were more than 100 Dallas un- 
derwriters and a delegation of about a 
dozen from Fort Worth present. The 
plan for future association and relation- 
ships between the Dallas and Fort Worth 
associations was outlined by E. L. 
Moore, president of the Fort Worth as- 
sociation. He suggested an interchange 
of meetings between the two bodies to 
advance mutual interests and share in 
various features. 

Mr. Day discussed at length the advan- 
tage of the income plan. The careful 
programing of insurance, he said, can 
be of inestimable benefit, and the policy- 
holder knows exactly what is going to 
happen, whereas if it is not programed 
he does not have the satisfaction of that 
knowledge, although the insurance will 


be paid by the company issuing his 
policy. 

« + * 
Minneapolis, Minn.— “The Good of 


the Association”, was the general subject 
for last week's meeting of the Minneapolis 
association. President John A. Blond 
presided. W. J. Keating, as chairman of 
the special committee on agents licenses 
and the carrying out of the agents’ quali- 
fication law, reported the committee was 
already functioning in cooperation with 
the insurance commissioner. A number 
of applications had already been passed 
upon, but in only one case was an adverse 
recommendation made. 

A communication from C. N. Chadburn 
was considered on the subject of daylight 
saving. The agents generally took part 
in a discussion, pro and con, the final 
ballot showing a majority of the associa- 
tion in favor of the plan. 

It was announced that the meeting of 
the association next month will be 
“Ladies’ Day.” 

* oa *: 

Rochester, N. Y¥.—‘“The life insurance 
agent of today is governed by the best 
interests of his client, and aims to render 
him a real service” was the keynote of 
the talk given by H. S. Gearhart, inspec- 
tor of agencies of the Equitable Life at 
the dinner given by the Rochester associ- 
ation in honor of 75 central New York 
Equitable agents who were assembled in 
this city for a two-day conference and 
who were present at the dinner, the gath- 
ering was termed “Equitable Night." 


“The selling of life insurance is an 
applied science and the agent must use 
laboratory methods to determine what 


sort of policy is best suited to the needs 
of his prospect,” Mr. Gearhart declared 
William FE. Taylor, second vice-president 
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Great Britain since the armistice, of 
which more than $765,000,000 had been 


of the Equitable, spoke of the future of | Thursday and welcomed Flavel L. | National L. U. S. A. 128,780 ployed they had evolved was decidedly 
life insurance. He pointed out that the | Wright, new general agent in St, Louis | North American, Ill. 266,5 It d h: t ful s 
normal amount of life insurance which a| for the Northwestern Mutual Life. Mr. | Reimsurance, Ia. .... — 657,8 faulty, and that its successiu carrying 
man should carry is five times the amount | Wright assumed his new duties Apr. 1 | —_— Va. ” eer 1,395,47: out would call for “a reservoir of funds.’ 
of his yearly income. and he was requested to address the | ~ —_ enefit, D.C... 1,485,064 ipalz7a fhe drain on the fund was partly 
O. H. Shepard, president of the Roches- | association on “Some Association Pur- | = —<—<—<=—=<=<======= | checked by a curtailment of former 
ter association, presided at the dinner. It | poses.” Ira W. Fischer of the St. Louis | | benefits. 
was announced that the next meeting of | Northwestern Mutual Agency is presi- WISCONSIN i A dispatch to the “Evening World” of 
the association, early in May, would be a] dent of the association. || | this city several days ago declared that 
John Hancock Lae - eet lina nein | £392,000,000, or $1,960,000,000, had been 
entra site, ia. . F 33,530,4:° 7 ¢ ‘ 
Detroit, Mich.—At the April meeting of | Metropolitan L. Ord. 17,411, 76. <7 | Spent in the relief of unemployment in 
| 
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Metropolitan L. .Gr. 2°118.930 


the Detroit association, which will be held LIFE INSURANCE 
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Monday evening, Fred Smart of the George ; he 
Beach Company will talk on “Helpful BY STATES ae te pee 7H a. sr ena aie provided from the national exchequer. 
Suggestions” and Melville H. Zacharias of Acacia Mutual, D. c. 1°374.300 Of course, the latter statement is diff- 
the oe if — — discuss life | i | Security Mut., N. Y.. 665,985 cult to analyze, for the reason that it 
insurance for chure endowments and Travelers Equitable. 184,000 > ine » : ; io in addi- 
other similar philanthropic purposes. A TENNESSEE | Franklin Life ...... 1,454,052 — —— er — ar, = os 
report on the progress which is being . " -—_ > see ¥¢ Prudential ...... Ind.20,108,654 tion to loans ta the unemployment 
: sania Os he Gctlentinn af Genin tor & one (CONTINUED FROM PAGE 13) Prudential ...... Ord.15,380,175 fund. In the period covered there were 
operative advertising campaign will be | N- Carolina Mut.Ord. | 301,829 | 705,979 ales gg go ge eg tty ty three different rates ef contribution, so 
made at that time. N. Carolina Mut.Ind. 3,260,839 2,841,796 | AU’. lai S i aos ee that it is impossible to tell to what ex- 
en ee Cee .. scene Che senenes Kansas City Life.... 1,103,000 | c 0 : 
ey National Benefit Ind. —_ 30,837 30,147 | Continental, I .. 362,000 | tent the fund was affected. That infor- 
‘ Springfield, 111.—H. M. Solembarger and | Proy, L. & A. ..Ord. 935,604 3,851,489 sa M sdee tng J Wash... -_ 1,033,500 ser ihe Sis mation will only be obtainable when 
‘ictor J. Ryan were speakers at the] Prov. L. & A. ...Gr. 1,158,650 .......... New York Life ..... 03,208,640 | «6 official report of the fund’s manage- 
Springfield association meeting. Mr. So- | Cloverleaf, Ill...Ord. 63,604 84,112 peaet, Suaraan, Wise. 5,1 ey try ttt aoc aaanee os hand . 
lembarger spoke of “Insurance for Educa- | Cloverleaf, Ill...Ind. 469,248 309,745 Pietity Mutual 1,004,582 | , 
eee ~ a. - pon Conservation, W. Va. — 100,000 66,000 | Mutual Trust ....... 6,937,903 | 
oe Purposes” and Mr. Ryan on “En- Inter.-Southern Life. 1,579,567 5.553.511 | Pacific Mutual ...... 1,427,890 | 
dowment of Educational Institutions | y * See... 2 ) 736.65 North Americs Il 2°987.660 : . 
Morris Plan Soc..... 650 36,656 | North American, . =,5 66 : , : 
Through Insurance.” Fred W. Potter pre- | Shenandoah Life... 588500 1.747441 | Lincoln National ... 2,248,306 2,795,300 Missouri State’s Training School 
sj 7 £ 5 > “re s > See . *. 2° . coe ! — ° . 
sided and 66 ens .-% a attended a a. ue. ae @ con oe 4 trys ed cacammmtibeaaat Eighteen agency specials of the Mis- 
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New York—Speakers at the April meet- WATCH AGITATION FOR — state Life bey just yy -y— an 
ing of the New York association will be | [(-= : : intensive six weeks course In the com- 
Fred W. Tasney, vice-president of the UNEMPLOYMENT COVER pany’s trainine school under the direc- 
| tion of the new agency instructor, Henry 


Prudential; Ralph Englesman, who is the i WEST VIRGINIA 
youngest member of the Equitable Life | || _ ‘ ‘ } (CONTINUED FROM PAGE 1) | W. Ramsey. The school was estab- 
Quarter Million Club and who wrote lished three years ago when the Mis- 
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New England Women’s—The New Eng- | Maryland ...... are 26.546 drain on the taxpayers was enormous, | the many advantages of selling program 
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government and the various municipali- 
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St. Louis, Mo—The St. Louis associa- | International, Mo. .. 1,2 d 
the scheme for succoring the unem- | jaw. 


tion held its regular monthly luncheon | Lincoln National ... 3,0 24" 409 























Our Willingness To Cooperate 


If it were possible to cross-diagram The Peoples Life, undoubtedly 
the fine thread of cooperation would be an outstanding factor. 
Dominant at all times in every home office activity is the one 
question ‘‘How can we best serve our agency force?” 





Our efforts are finding their fruit in a greater desire among our agents 
to carry on. There is a warm response, of which we are justly 
proud. 


It is our firm conviction that we are building along substantial lines 
and “willingness to cooperate’ is the continual watchword of the 
Peoples Life Insurance Company. 






































T ‘Life is worth living if the future is provided for’’ 
PEOPLES LIFE BUILDING 
| INSURANCE COMPESNAL 
4 | Chicago, Illinois 
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HUMAN ASPECTS OF LIFE 
INSURANCE ARE OUTLINED 


(CONTINUED FROM PAGE 10) 


hopes.. but individual aspirations and 
ambitions often parallel its payments. 
The outstanding influence of the sale 


of your policy forces the individual into 
a correlated way. of thinking to meet 
his payments on time. But apart from 
this is his feeling of self-realization as 
well. as security Yor. the future. 


Sense of Security Has to Be 
Blown by Dynamite 


and analysis of 
certain ideas 


Through observation 
human nature there are 
which insurance must drive home in 
order to arouse the prospect into an 
appreciation of insurance as a necessity. 


Ideas of this nature have the effect of 
destroying and dynamiting the sense of 
security which a healthy, unthoughtful 
prospect often possesses. These ideas 
in relation to insurance which assist 


us in dynamiting the often obdurate and 
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stubborn reaction of health to a 
thoughtful picture of the future are: 

(1) The uncertainty of life. 

(2) Personal responsibility. 

(3) The uncertainty of health. 

(4) The significance of financial 
sponsibilities. 

(5) The fact of change. 

(6) The necessity of restraints. 

(7) The danger of habits by giving 
a false sense of security to the present. 


re- 





Insurance Touches Human 
Urge and Ambition 


But insurance goes deeper into human 
experience than these. It touches the 
impulses of human urge and ambition. 
It can be visualized as a scaffold which 
will enable a normal man to build his 
life, efficiently guarded and _ protected 
against the unseen danger of false steps 
and unpredictable storms, 

Insurance as a_ scaffold should be 
shown to be vitally connected with the | 
contract pictures pertinent to: 

(1) Independence versus dependence. 
Ambition versus failure. 
Authority versus ignorance. 
Health versus disintegration. 
Power versus he!plessness. 
Manhood versus shame. 

Courage; versus fear, 

Certainly every normal man _ feels 
these contrasting forces urging him on, 
often to the point of fear. Gather 





stories actual in their bitterness of con- 
tent. Force to the point of conviction 
faith in insurance as the scaffold which 
decreases the possibility of fear and 
tragedy in the constructive efforts your 
prospect is putting forth to build his 
life. Show wherein insurance reduces 
danger to a minimum. 

A successful sale should always imp!y 
that you are educating your prospect. 
Thus every sale to every salesman 
comes to mean the visualization of in- 
surance so as to get his prospect to 
understand through the citation of con- 


crete experiences the wisdom oi insur- 
ance. You arouse within him feeling 
of security to struggle toward fulfil- 


ment of his innate hopes and ambitions. 

On this basis insurance is not only a 
protective but also a constructive force 
in helping the individual to realize his 
highest purpose by minimizing his 
dangers. 

Mr. Insurance Salesman, it your 
task, opportunity and privilege through 
a true appreciation of the far-reaching 
consequences of your understanding of 
insurance to become a preservative of 
human values. As such a salesman you 
alleviate distress and fulfil human obli- 
gations on the negative side of life. 
But on the constructive side you for- 
ward initiative and encourage thrift. 

The outstanding significance of an 
insurance gathering is the unconscious 
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Premium plan. 


at 166 W. Jackson Bivd. 
district. 





ur Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


| Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 

} enabling parents to buy all of the Family’s insurance 

|} on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 
| Same Rates for Males and Females. 
| Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 
The Company has its Home Office in its own — 


h to Quincy and 


Wells Street, right in the heart of Chicago’s Financial 
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feeling that it is possible to get at cer- 
tain accurate ways of looking at insur- 
ance which will assist us in our every- 
day sales. It is an effort to summarize 
our past selling experiences and to pass 
on those analyzed ideas which help us 
to be more successful in the future. 
The most outstanding fact of modern 
selling in every field is an endeavor to 
reduce salesmanship to a basis where 
maximum sales can be made with the 
minimum of effort. Nor has life insur- 
auce salesmanship escaped the scrutiniz- 
ing eve of the investigator in an attempt 
to do this. The investigator is tabulat- 


ing the experiences of our best and 
poorest salesman with respect to the 
successes and the “failures which they 
have had. He is going deeper. He is 
beginning to establish 'aws and prin 
ciples for the future increased sale of 
insurance. Just as the chemist has de 


veloped a technique in connection with 
chemical processes, so the modern sales 
man is being forced into an appreciation 
of the necessity of approaching his sell 
ing problems with a definite technique. 
Modern insurance is being shown to be 
a process with the possibilities of estab- 
lishing justice and rewards. Thus are 
evolutionary forces compelling modern 
sale smanship to search for scientific 
ways of approaching their problems. To 
get maximum resu!ts with minimum of 
effort is the demand of the hour. 


(To Be Continued) 


Federal Life’s Attitude 
on Switching Agents 


President Isaac Miller Hamilton of 
the Federal Life has taken a high stand 
as to switching. He has a standard 
letter that he sends out where agents 
of other companies apply to the Fed- 
eral. His letter is as follows: 

Your John Smith of Smithville has ap- 
plied to this company for an important 
agency contract. It is our understanding 
that he has not yet severed his connection 
with your company, although it may be 
that he is negotiating with companies 
other than the Federal for a similar con- 


tract. 


It is not the desire. of the Federal Life 
management, nor does it make any effort, 
to induce the agents of other companies 
to apply to it for agency contracts. We 
regret it when the representatives of other 
companies make efforts to induce the rep- 
resentatives of the Federal to apply to 
their companies for agency contracts. 

When any of our agents on their own 
initiative apply to another company for 
an agency contract and the representative 
of the other company communicates with 
us concerning the matter we cheerfully 
grant the company our permission to nego- 
tiate with the agent in question (even 
though we would lose him with regret). 
Under such circumstances we are per- 
fectly willing, upon request, cheerfully 
and promptly to furnish the other com- 
pany reliable information as to the agent's 
character, ability, etc. 

We assume that your company will be 
in full sympathy with the principles and 
methods above mentioned and that you 
will have no objection under the circum- 
stances stated to our negotiating with 
Mr. Smith. 

If, for any reason, you do not wish us 
to negotiate with Mr. Smith and will 
notify us at once by wire or by letter to 
that effect, we shall be glad to respect 
your wishes as we would hope you would 
respect ours under similar circumstances. 

If you are willing to have us negotiate 
with Mr. Smith, then we would be pleased 
to have you write us in such detail as you 
believe proper your opinion of his char- 
acter, habits, disposition, reliability and 
financial responsibility, his ability tb 
write life, accident and health insurance 
personally and to secure, train and man- 
age agents to do likewise. 





York Made Assistant 

The Detroit Life has appointed 
Charles York as assistant superintend- 
ent of agencies. He will work with 
Superintendent of Agencies D. G. Neu- 
ber. Mr. York is well known through- 
out Michigan, being regarded as a very 
capable life insurance man. He was for- 
merly in the railroad business but en- 
tered the employ of the Columbian 
National Life. He was manager at Mil- 
waukee and later at Grand Rapids. 
Mich. Then he became manager at 


Minneapolis. 
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NORTHWESTERN NATIONAL’S NEW HOME. OFFICE. 


PRIL will see the Northwest- 
A ern National Life in its new 

home office building in Min- 
neapolis, which has just been com- 
pleted at a cost of $700,000. This 
building, which was erected afte 
a long study of home oftice needs, 
will fill the company’s demand for 
larger quarters due to its greatly 
increased business. In five years 
the business in force has 
154 percent and the assets 134 per- 
cent, so that the present quarters 
have been outgrown long since 

The new building is of Indiana 
limestone and has been erected in 
a style harmonious with the cathe- 
dral and other public buildings 
grouped about Loring Park, a loca 
tion removed from the downtown 
section. While the outside is at 
tractive, the interior has 
the want of every department 
every function of a life company 
All features are found—a printing 
department, a cafeteria, an audi 
torium with a stage for convention: 
and entertainments, rest and 
rooms, a dispensary, laboratories, 
examining rooms and all other 
necessary units. The main floor or 
eral office is a great room of about 
20,000 square feet where the 180 em- 
ployes will be grouped in direct and 
easy access to all files and a!l depart- 
ments. The company has acquired the 
adjacent lot, so that there is ample room 
for future expansion. 

The architects, Hewitt & Brown of 
Minneapolis, in commenting on the new 
building, have said that the new build- 
ing is a distinct expression of the mod- 
ern American arthitecture and yet it is 
based on ideas that:are very old. 


increased 
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and 
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| forced concrete 


Its ! 





style is more nearly related to the Geor 
gian, the forerunner of American Colo 
nial. The building is, of course, fire- 
proof, the framework being of rein 


and structural steel. It 
is designed for light and for easy circu 
lation and accessibility For gome time 
the company will require wit ground 
and main floors for its own use, 
upper floors being rented to 
tenants 

As a result of the study of home office 
planning in working out the details of 
the new Northwestern National build- 


the two 
outside 











| KNOWLEDGE. 


INSURANCE SERVICE,” SIMMONS SAYS 


NEEDED TO GIVE “LIFE | 
| 





T a recent meeting of the Life 
Underwriters’ Association of Los 
Angeles Dr. E. G. Simmons, vice- 


president and general manager of the 
Pan-American Life, delivered an_ in- 
spiring talk on “Life Insurance Service 
—the Biggest Thing in Life.” He said 


in part: 
“If you want to give service as life 
insurance men and women you must 


have knowledge. You must have know!- 
edge of three kinds. First, knowledge 
of your business; second, knowledge 
of people; and last but certainly not 
least, knowledge of self. Just stop and 
think how many years men give to the 


study of medicine! What for? Simply 
in order to serve their fellow men and 
make a living for themselves. And the 
same is true of the study of the law, 


the ministry, of teaching, or of den- 
tistry. Even the man or boy who goes 
into a trade will give years of his life 
to training, earning but a small com- 
pensation. What for? To fit himself 
for his life work. How about life in- 
surance work? How much are you 
studying? How: many years, months, 
weeks, days, hours or minutes are we 
devoting to a study of life insurance? 


Little Spent on Betterment 





| be tor a 


“T heard Jack Shuff ask an audience | 
like this how they stood on insurance 
education. He asked every man and 


woman to stand who spent $50 a year, 
or who had spent $50 during the 
year buying insurance books, magazines 
and things of that kind. No one stood. 
He then dropped in amount to $25 but 
nobody got up. When he got down to 
$10 quite a few men got to their feet, 
but it was only when he got down to 
$5 that any considerable number of 
men and women indicated that they had 
spent that small amount of money to 
learn something about the life insurance 
business. Every insurance journal pub- 
lishes a life insurance salesmanship sec- 
tion devoted to such subjects as how 


past | 


to sell, how to approach, how to close, 
et cetera. Subscribe for these maga- 
zines. Read the new books that are 
coming out all the time upon the sub- 
ject. It will be worth while. 


Investment Feature 


“You hear a lot of talk these days 
about like this: ‘Well, life insurance is 
all right. a fine saving proposition, 
provides protection, but it is not an in- 
vestment. I am going to give you the 
kind of stuff you can give to the public 
when you hear remarks along this line. 
Let me make the statement right here 
that I believe either the 20-payment or 
the ordinary life policy is the greatest 
combination of investment and frote« 
tion that could possibly be put to- 
gether. We will say that the average 
annual premium of the average com- 
pany would be about $28.80. Now, Mr. 
Man would say: ‘If I pay that for 
20 years I have not made an invest- 
ment.” The least deposit that a man 
could possibly make to be insured for 
20 years, just straight protection, would 
[ 20-year term policy, the rate 
would be $15.12 a year In 
each year with an annual 


for which 
other words, 


deposit of $28.80 a man is practically 

putting $15.12 of that money into the 
protection element of the contract 
Gotten His Money's Worth 

“When a year passes the man who 


has spent $15.12 does not bemoan his 
fate any more than he would if he had 
a fire insurance policy and his house 
doesn’t burn down. No man will be- 
grudge the money paid, because he has 
received his money’s worth in protec- 
tion. Therefore the only amount Mr. 
Man has to think about is what be 
comes of the $28.80, less the $15.12, that 
he has invested in your company or 
mine. This difference of $13.68 he in- 
vests each year, and what has he got at 
the end of 20 years? He has 
$273.60 and he gets back $566, 
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ing, Henry W. Cook, vice-president and 
medical director of the company, has 
issued a booklet on “The New Life In 


surance Home Office In this‘is given 


a histor of the developments of. home 
office’ archite¢ture, with ample* illustra 
trons of recent buildings erected by life 


insurance companies. Mr 
consideration to the 
going mto the home 


as cost, site, area, 


Cook gives 
Various tactors 
office problem, such 
routine and arrange 


ment and general equipment necessary 
It is an excellent study on home office 
architecture 

reserve value at the end of the 20th 
vear. Has it been an investment? You 
will find that that man on this invest- 
ment has gotten 6 percent compound in- 
' terest for every dollar left with your 
company or mine tor investment pur- 
poses. That is practically correct It 
means that he has bought his life in 
surance, made an investment, and at’ the 
end of 20 years he can have his policy 


paid up and out of the way. 


Leave Competition Alone 


“That is what I mean by knowing 
vour business. People are not inter- 
ested in competition days. When 
vou meet competition and run down 
vour competitor you hurt yourself 
Leave him alone and talk about what 
you have to sell 

“Knowledge of 


these 


people is the second 


thing that I see necessary to give life 
insurance service. The study of human 
nature is necessary. There is a lot. of 
talk these davs about the psychology 
of a sale The psychology of a sale 
as I see it is simply knowing what to 


say, how to say it, when. to say it, 


and whom to say it to. If you know 
vour business you will know what to 
say and how and when to say it, and 
if vou know people you will know 
whom to say it to 


Get More Knowledge of Prospect 


“In Louisiana not long ago one of 
our bovs came in to my office with the 
remark, ‘Dr. Simmons, I would like to 
have you help me with a case. I have 
been figuring with a man worth four 
or five millions He ought to buy a 
big policy but I can not do anything 
with him. He has all the money he 
wants and has made some kind of a 
hond provision for inheritance tax. 
What would you suggest?’ 

“*T don't know,’ I replied, ‘But go 
home and find out more about the man, 
something abou church and lodge 
affiliations, how he has his money in- 
vested, how many children he has, and 
all about his home life.’ 


his 


Defective Child Protected 


the man had 
a girl 16, and 


and found 
boy 18, 


“He 


did so 
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half-witted boy of 11, upon 
he learned that all the father's 
was lavished. I did 
We prepared 
monthly income 
three polici 
I did n t 


a little 
whom 

love and affection 
not need anything else. 
three illustrations of 

of $200 per month each, 
one for each of the children. 


believe the man was going to buy in- 
come insurance for the older children 
but I did not want him to know that 


we knew of the affliction of the young- 
est child. Needless to say that the 
agent wrote this application. He told 
me that when the father signed the 
application blank, tears trickled down 
his cheeks, as he remarked: ‘You have 
lifted a burden from my heart, for I 
have wondered just what I could do to 
absolutely protect that child.’ There 
exist such wonderful opportunities to 
serve people. Let us not neglect any 
chances we may have to do little turns 
of kindness for people. 
Should Believe in the Calling 


“Know yourself, the last, but not the 
least of the three phases of knowledge 
which are essential in life insurance 
service. Once I heard a song entitled, 
‘What's the use of lying when you are 


all alone?’ Are we fooling ourselves 
about this business? Are we at héart 
life insurance people? Is our mental 


attitude right? If it is not right, if you 
do not believe in it with your whole 
heart and soul, if you do not believe it 
is the greatest business in the world, 
then get out of it and get into some- 
thing you can put your heart in. Per- 
sonality! We all have it in greater or 
less degree. After all, it is not very 
much more than thinking right, acting 
right, and talking right. If you think 
right you are going to act right, and if 


you act right you are going to talk 
right. You are going to get the right 
spirit and you are going to follow it 


through to a successful conclusion.” 


BELIEVED A PNEUMONIA CURE 


Metropolitan Life Has WhatIs Thought 
to be a Sure Prevention of 
Death 


\ treatment of pneumonia, which ‘is 
almost a sure preventative of death from 
that disease, was discovered by the 
Metropolitan Life’s committee which .is 
investigating influenza, according to a 
statement made by President Haley 
Fiske in his address before the Phila- 
delphia sales congress. No further in- 
formation about the matter could be 
obtained at the Metropolitan home of- 
fice. Dr. Lee K. Frankel, head of the 
Welfare division, was not aware of the 
announcement, and said that further de- 
tails would not be available for some 
time to come—perhaps a number of 
months 





New Assistant Actuaries 


Appointment of two new assistant 
actuaries of the Northwestern Mutual 
Life has been announced through Percy 
H. Evans, actuary of the company. E. 
G. Fassel, for the past three years actu- 
for the Cleveland Life, has joined 
the Northwestern. Mr. Fassel’s first in- 
surance experience was acquired with 
the Imperial Life of Toronto. The other 
appointee is J. D. Maynard, who has 
had 27 years of faithful and efficient 
service with the actuarial department of 
the Northwestern. His appointment 
comes as a promotion from the position 
of head of the change risk and valuation 
department, a subdivision of the actua- 
rial department. The appointment of 
the two new assistant actuaries has been 
brought about partly by the resignation 
some time ago of Arthur Coburn, for- 
mer assistant actuary of the Northwest- 
who is now affiliated with the North 
Reinsurance. 


ary 


ern, 
American 





Appointment of two new special trav- 
eling agents is announced by the Time 
of Milwaukee. T. J. Tuckschu of Marsh- 
field, Wis., and Vincent N. Johnson of 
Milwaukee are the new appointees. 



































KANSAS CITY 


Now the Permanent Home of 


NATIONAL FIDELITY LIFE 


Kansas City was chosen because it is at the exact 
center of the territory, extending from Minnesota 
on the North to Texas on the South, in which 
NATIONAL FIDELITY operates, and because of 
the greater efficiency and economy of operating 
from such a center 


The cultivation and preparation ef the field by in- 
tensive methods applied direct to selected pros- 
pects by the company goes beyond the ordinary 
methods and actually results in creating in the 
mind of the prospect a FAVORABLE ATTITUDE 
toward life insurance and toward this company 
and its agent. 


Some of our best producers gave entire credit for 
from 25% to 35% of their 1923 business to this co- 
operation furnished freely by this company. 


NATIONAL FIDELITY LIFE 


Insurance Company 


Home Office: Kansas City, Mo. 
RALPH H. RICE, President 


P.S. Have you recewed YOUR copy of the Declaration of 
Independence, the Mayflower Compact, Kipling’s “Tf” and the 
Bridge Builder (all suitable for framing)? A post card will 
bring you, without obligation, all or cither of the above 
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The Systeman 
Security Holder 


A highclass leather container for 
policies of all kinds, bonds, and 
other valuable papers. 


It gives your client a service. 


It gives you a record of his 
insurance, dates of maturities, 
expiration of terms, dates when 
policies are full paid. 


You cannot use them without 
making money through their use, 
as a trial will demonstrate. 


The Price is $2.25. 

There is a larger size at $3.15. 

Liberal quantity discounts. 

Send me the attached slip and look over the Holder. 


E. a K AUFM ANN I would like to examine a Systeman 
porns Holder. If I decide to keep it 
I will remit $2.25 within ten days. If not, 

965 The Rookery I will return the holder. 


209 So. La Salle St. | 
Chicago, III. 
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THE NATION: AL UNDERW RITER 


Great Field for Li Life 


Insurance Trust Shown 


HE basic elements in the growth of 

the life insurance trust and the 
many fields open for its development 
were given by John T. Creighton, assist- 
ant trust officer of the National City 
Bank of New York, speaking before the 
Connecticut Life Underwriters Associ- 
ation last week, some excerpts from his 
address being as follows: 

“The growth and popularity of both 
insurance and trusts is based upon three 
elements: Education of the public as 
to what can be accomplished; salesman- 
ship, which means persuading the pub- 
lic to act upon its convictions; and an 
appreciation of the services rendered. 
The insurance trust, while not a new 
idea, has recently come into popularity. 
The desire of the public for trust ser- 
vice covering the proceeds of their in- 
surance, the recognition of this desire 
by the banks and trust companies, the 
ever increasing amounts of insurance 
taken for income purposes, and the de- 
sire of many people to build and leave 
estates for their dependents, has made 
the insurance trust as inevitable as in- 
surance itself. 


Simple and Efficient Plan 


form of settlement is very 
simple. It consists in entering into an 
easily understood agreement with a 
bank or frust company, wherein are set 
forth the desires of the assured as to 
disposing of income and principal. Illus- 
trative forms are furnished by the trus- 
tee which cover all the ordinary cases. 
With these it is an easy matter for the 


“This 


attorney to fit them to the client’s 
special needs. Special cases are easily 
handled. The agreements usually con- 


tain a provision giving the assured the 
right to modify, alter or revoke the 
agreement in whole or in part, and to 
add or withdraw policies or any other 
property. 

“As time goes 
come necessary, 
modified and any such 
all policies alike. This is a great ad- 
vantage where there are a number of 
policies in different companies, as there 
document to handle. 


and 
agreement 


changes bhe- 
can be 
change affects 


by 
the 


is only one 
“The most important feature of the 
insurance trust is flexibility. Since 


banks and trust companies can assume 
trust powers, they are permitted to use 
discretion, whereas insurance companies 


cannot. This means that instead ot 
drawing the settlement in exact terms, 
which cannot be altered, they can be 


drawn in general terms, subject to mod- 
ification at the discretion of the trustee 
according to circumstances, This per- 
mits the trustee to step into the place 
of the assured after his death and, by 
the exercise of discretionary powers, to 
become in effect a substituted head of 
the family. By means of this flexible 
arrangement, a trustee may accumulate 
unnecessary income, or may make prin- 
cipal expenditures. It will even assume 
the obligation of seeing to it that the 
money is actually expended for the pur- 
poses specified. 
Many Situations Covered 


some 
trust 


“The following will illustrates 
situations to which the insurance 
is especially adapted: 

The care of a widow who by reason 
of illness or other compelling circum- 
stances is in need of extra funds. 

The purchase of a home if found to be 
advisable. 

The proper education of children. 

Establishing a son in business. 

Arrangement of a marriage 
for a daughter. 

Purchase of a partner’s interest in a 
business on his death. 

Payment of inheritance taxes or other 
indebtedness. 

Furnishing cash to the insured’s ex- 
ecutor by purchasing estates assets, 
thus avoiding losses by forced sales. 

“Inasmuch as the trust takes the place 
of a will as to the insurance money, it 


portion 
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ati Pi aldins 
On Life Insurance 


A provision in a fraternal beneticiary 
certificate that no action may be brought 
thereon unless within 18 months from 
the day of the death of the member 
is repugnant to subdivision 7 of R. S. 
60—306 which  provides,—that any 
agreement for a different time for the 
commencement of actions from the 
times in this act provided (5 years) 
shall be null and void. It is immate- 
rial that the deceased became a member 
in another state when the society was 
authorized to do business in the State 
of Kansas and the deceased and bene- 
ficiary were residents of Kansas at the 
time of the death. Hornick v. Catholic 
Slovak Union, Sup. Ct. of Kansas. De- 
cided March 8. 

. a . 

Fraud—When applications for insur- 
ance are procured by fraudulent repre- 
sentations of the insurance agent, and 
negotiable notes for the premiums have 
been transferred to an innocent holder 
before the policy is accepted, the in 
surance company is liable for the loss 
sustained through the fraud, including 
attorneys’ fees, costs and expenses of 
unsuccessfully resisting the payment of 
the notes. McAsker v. Federal, Sup. 
Ct. of Kansas. Decided March 8. 

* * o 


False Representations as to Health— 
A representation that will defeat a re 
covery upon a policy or certificate must 
be talse and material. It is not neces- 
sary that they be made fraudulently, 
that is, wilfully and knowingly made 

. wickedly false. If innocently false 
on the part of the insured, no re- 
covery can be had upon the policy ii 
the statement involved was material. 
Modern Woodmen of Amer. v. Shields, 
Sup. Ct. of Ky. Decided March 4. 

* » 7 


Where a certificate of membership in 
a benefit association provides that “proof 
of claim shall be furnished within 90 
days from the date of death, etc.” and 
also provides that “no action shall be 
maintained on this certificate after the 
expiration of two years from the date 
when the final proof of claim is filed 
with the association,” an absolute denial 
of liability by the association under any 
of the terms of the certificate made to 
the beneficiary within the 90-day period 
amounts to a waiver of proof of claim. 
and a right of action accrues upon th 
date of such waiver; such action cannot 
however, be maintained after the expira 
tion of the period of limitation provide: i 
in the certificate or policy, which in 
the instant case would be at most with 
in two years and 90 days from the dat 
Bartley v. Na 


of accident or death. 
tional Business Men’s Association, | 
S. Cir. Ct. of App. 5th Cir. Decided 


March 20 





Cooper Succeeds C. A. Wayne 


Claude A. Wayne, 
of the Pacific Mutual Life, 
to become associated with a large in 
vestment firm in Los Angeles. Mr 
Wayne graduated from the University 
of California as an electrical engineer 
and had been associated with the com 
pany in the actuary’s department since 
1909. Leslie J. Cooper, who has been 
in the actuary’s department since 1911, 
ehas been appointed assistant actuary to 
succeed Mr. Wayne. He _ graduated 
from the Pasadena high school and the 
University of Southern California in 
1911 where he majored in mathematics 


assistant actua 
has Tres igned 


removes this money from the possibility 
of a will contest. This permits the as 
sured to take advantage of the discre 
tionary trust service without subjecting 
his funds to such a possibility.” 


Clifford a MeMillen, head of the Clif- 
ford L. MeMillen & Associates home 
general agency of the Northwestern Mu- 


named 
advis- 
board 


tual Life at Milwaukee, has been 
as a member of the newly created 
ory board which replaces the old 
of regents of Marquette University 
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MODERN BUSINESS GETTING METHODS 








Increase Production by Spending More 
Time on Job—Buffalo Salesmen Point 
Out Time-Wasting Pitfalls for Agent 


in the life insurance business? 

Generally, when one speaks of 
the full-time man as differentiated from 
the part-time man he means the man 
who does nothing else in a_ business 
way aside from selling insurance 
compared with the fellow who has some 
other regular occupation and sells in- 
surance on the side. But how many of 
the men whose daily occupation is the 
selling of life insurance are full-time 
men? 

Three leading insurance salesmen in 
the Buffalo, N. Y., field, C. A. Hinkley, 
Joseph W. Nash and William H. Stan- 
ley, discussed this proposition before a 
recent meeting of the Buffalo Life Un- 
derwriters, and the article that follows 


| 1‘ )W many full time men are there ! thing to be done before he can start out 


as 


is written from the points brought up | 


by all three speakers 


+ ad 7 


Time Important Factor in Selling 
Insurance 


li a man sells $100,000 a year working 
half his available time, theoretically he 
should sell $200,000 working full time. 
Sut it doesn’t work out that way. The 
more insurance a man sells, the more 
proficient he becomes, the wider his 
circle of friends grows and the more 
knowledge he acquires of his profession. 
Therefore, the half-time $100,000-a-vear 
man who turns over a new leaf and goes 
to work full time not only sells another 
$100,000 but probably twice much 
according to an immutable law that is 
expressed in the saying, “nothing suc- 
ceeds like success.” 

In the insurance business a man who 
prior to his entry into the profession has 
been accustomed to getting to the office 
at 8 or 8:30 a. m. regularly, soon finds 
it easy to slip into the habit of show- 


as 


ing up at 9, 9:30 or even 10 and 11 
o'clock. It is so easy to be late—so dii- 
heult to be on time when one doesn’t 
have to. And one can always excuse 


himselt for being late in the morning 


because of the fact that he did some 
work the night before. There are so 


many things to be done about the house 
—the furnace to be attended, the trivial 
errand for the wife, sidewalks to be 
shoveled free of snow, a thousand and 
one excuses for being a little late at 
the office. 


Every Moment Lost 
Means Dollars and Cents 


But every moment that the insurance 
salesman loses from the regular hours 
that he should apply to his work is a 
matter of dollars and cents loss to him 

loss to the salesman personally, loss 
to the company that employs him, loss 
to the customers whom he might have 
made happier by selling them financial 
protection. 

The delinquent salesman arrives late 
at his office and there is always.some- 


on his canvass. There is mail to be 
opened, important or trivial, there are 


| conferences with those about the office, 


telephone calls to be made—all kinds of | 


obstacles to the real, business-produc- 
ing work of the salesman—the canvass, 
cold or hot. And presto, the morning 
is almost over and there really is no 
need starting out now until after lunch, 


for the chances are that the prospects 
will be out. 
Much Time Wasted in 

Loitering About Office 

Consider this matter of loitering 
about the office. What a time waster. 


| Outside are thousands and hundreds of 





| 


thousands of persons who ought to have 
insurance and here, while they could be 
selling these persons, two or more 
agents sit about in their private offices 
discussing sales methods, or even triv- 
ial matters of the home or social life. 
What a crime! Of course, there have 
to be discussions, both business and so- 
cial—life wouldn't be worth much with- 
out them but the time for such time- 
Wasting occupation 1s whenever it is 
too late to do any business 

loo many men just get ready to go 
to work when it is time to quit 

Che private office is the hiding place 
ior the lazy man. Get him out into the 
open—then if he wants to stand around 
he will have to go out on the street and 
stand, and if he does that someone who 
needs life msurance is likely to come 
along and he will be forced to make 
some sales. 


Goes Chasing Off to 
Talk About Other Lines 


The hustling agent has a_ prospect 
who ought to have automobile insur- 
ance or some other kind of protection 
that is not strictly life insurance. Well, 
he might as well make the sale. Or per- 
haps a friend or a man who has just 
bought life insurance mentions another 
friend who is in need of health and ac- 
cident. And so he goes chasing off to 
talk another line. Perhaps, in some in- 
dividual cases, this may be the thing to 
do—some consider it a means of filling 
in an hour or so that otherwise would 
be truitless. But is it wise for the life 
insurance man to spend time learning 
and talking these other lines? For one 
thing, the factor that tends most to 


make a man a success at any particular | 
i it, } 


line of business is concentration on 


men who, even though they are not 
working more than a few hours each 
day at their business, are making more 
money than they ever did before. Per- 


| haps they feel satisfied with what they 


are making. But is a man fair to his 
wife and his family when he shirks the 


| responsibility of making every cent that 


| he possibly can in a full eight, nine or 


| or other. 


| who is strictly on his toes. 


ten-hour working day, concentrating 
every working moment on the business 
and letting nothing interfere with the 
eternal struggle to close some contract 
Even the noonday lunch hour 
is a fruitful time for the insurance man 
The lunch- 


| eon table is a favorite spot for many a 


in his best work with 
some prospect who will not give him 
an audience at his office. But it will 
behoove the insurance man to let his 
prospect do most of the eating and him 
to do the talking. 

Using every available moment to sell 
life insurance does not necessarily mean 
that the salesman will spend all his time 
with prospects or selling. It pays many 


salesman to get 


|}a man to spend meditative hours be 


hind closed doors in his office working 


|} out the details of immediate cases he 
intends to tackle But often a great 
deal of this thinking out of cases can 





eternal thought and study applied to a | 


single purpose and when a life insur- 
ance man is selling any one of the hun- 
dreds of other lines of insurance he is 
scattering his shot. This is a thing the 
individual will have to decide for him- 
self, but there are successful life insur- 
ance men who positively will not talk 
another line except when it can be done 
along with a life insurance sale 

Perhaps there are life insurance sales- 





be done at home nights and when it is 
necessary to spend time at the office for 
this purpose the agent should make sure 
that he is not missing a good opportu- 
nity to talk with a prospect by doing it 
and that he lets nothing interfere with 
concentration on the case in hand 


It will pay the conscientious man to 


| be constantly on his guard against the 





time-wasting diversions that can come 
into a business day. Here are a few of 
the things that hurt: Too much time 
on the morning mail, casual reading of 
the morning paper, discussions about 
sports, vacations and a hundred and one 
other topics that men discuss when they 
meet, talks with salesmen of pink silk 
shirts, office appliances and magazines, 
minutes wasted with personal account- 
ing, figuring up the check book and 
many other odd jobs that could just as 
well be done at home nights, hours 
spent chasing about on some job for 
one’s club association unless the 
work in hand is closely related to sales 
life insurance, running errands for 
the wite that could just as easily be 
transacted over the telephone, the 
friendly game of pool or bowling with a 
fellow insurance man, the half hour 
spent a friendly milk shake in the 
morning or late afternoon, the shave or 
haircut during business hours that could 
just as well be managed otherwise 

One could go on at length. 
Some of these things absolutely 
necessary to do at times, but generally 
speaking the more the insurance sales- 
man can eliminate them from his work- 
ing day, for the purpose sticking 
closely to the single purpose of selling 
as much life insurance as it is possible 
for him to dispose of, the closer he will 
i big producer 


or 


ol 


over 


some 


are 


ol 


come to being 


PRESENTATION OF PARTNERSHIP POLICY 


TO BE USED BY THE AVERAGE AGENT | 


— BY GRIFFIN M. 


Director New York University Life 


R. DOE, I represent the business 
coverage department of the Ajax 


Life. I have been sent to offer 


you our automatic bill of sale. The au- 


tomatic bill of sale is a supplement to | 


a co-partnership agreement, the purpose 


of which is to guarantee in advance that, | 


when the time comes, the partnership 
will be wound up strictly in accordance 
with the wishes of both partners. 

I understand that you and Mr. Roe 
are the partners in your firm. 
the question has occasionally arisen in 
your mind, “What would your situ- 


No doubt | 


| het 


ation be if Mr. Roe died?” This thought | 


must come to you when you use a part 
nership automatically dissolved by death 
and observe the various difficulties to 
which the survivor is subjected 

If your partner, Mr. Roe, died, it 
would be desirable for you to own the 
business all by yourself, wouldn't it? 
By the way, how much have you and 
Mr. Roe invested in the firm? Twenty 
thousand dollars?—On a 50-50 basis? 
Then, you own $10,000 and he owns 
$10,000, 

If he died vou would still own $10,000 
and Mr. Roe’s widow would own the 
other $10,000. But by using our auto- 
matic bill of sale, you would automat- 





LOVELACE . — 


Insurance School of Salesmanship 


ically own $20,000, and she would still 
have $10,000. 
» * * 
Here is the idea: If Mr. Roe died, 


your partnership would, under the law, 
be automaticaly dissolved. You would 
be under legal obligation to settle with 
Mrs. Roe, even if it became necessary 
to convert the entire into cash. 
You would have to buy her out or go 
into partnership with her; or you or 
she would find some one who would buy 
interests; or you would liquidate 
and the business would stop. 

When you and Mr. Roe formed your 
partnership, each of you felt that you 
were not strong enough to go it alone. 


assets 


You felt you needed to combine your 
abilities and your capital. When Mr. 
Roe dies, you will lose his ability. I 


understand you are the manufacturing 
expert and Mr. Roe is in charge of 
sales. If he died and you took another 
partner, you would want some one 
to take Mr. Roe’s place as an expert 
salesman. But if you were forced to 
take in his wife or a son or son-in-law, or 
some purchaser who was not capable 
and experienced, the business might be 
in a dangerous situation. Nor do you 





JOHN W. DRAGOO, Secy. 





WESTERN RESERVE LIFE IN 
the whole family from one year to sixty years of age. 
COMPANY noted for its prompt payments of claims and service rendered to policy holders. 


— WRITE TODAY — 


Fine agency openings in Indiana and Ohio 


HOME OFFICE WESTERN RESERVE LIFE BUILDING 
MUNCIE, INDIANA 





WESTERN RESERVE LIFE INSURANCE COMPANY 


SURANCE COMPANY, MUNCIE, INDIANA, insures 
An OLD LINE LEGAL RESERVE 


A young company with great opportunities 


J. H. LEFFLER, Pres. 
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New Policies 
New and appealing line of 
policies being written. 
Rates exceptionally attrac- 


Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, lowa 














ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
i T Harrison 3384 
CHICAGO, ILL. 








A. GLOVER & CO. 








OHNE. HIGDON oy wy Exemmers 


OHNC. HIGDON } #7 Gates Building 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


810-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








IC S. WITHINGTON 

CONSULTING ACTUARY 

948-949 smouvenee & Sates — ere 
Tel. Walnut 3761 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 


red. The Law of Insurance a 
pecialty. 
Colcord B OKLAHOMA CITY 








J H. NITCHIE 
ACTUARY 


1523 Association Bldg. 19 S. La Salle St. 
Telephone State 4992 . . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 




















want an inactive partner who contrib- 
utes only money and a lot of advice. 
a * 

Also, if you had to take Mr. Roe’s 
family into partnership, you might have 
some lawyer, ignorant of your busi- 
ness, misadvising Mrs. Roe or upsetting 
things by means of a power of attor- 
ney. 

lf your partner died your bankers and 
your trade creditors would soon know 
your difficulties. In the very beginning, 
the uncertainty of your situation at Mr. 
Roe’s death might result in demands 
for cash in settlement of bills and loans. 
With Mr. Roe out and the future of the 
business uncertain, the bank 
hardly give you the 
which your firm had previously enjoyed. 

* * * 

moment in the 

and f 


Put yourself for the 
place of an outsider 
the moment that Mr. Roe has died, You 
are, we will say, the banker. You read 
in the paper that Mr. Roe has died. You 
ask for statement of 
count. There's fair balance and a few 
thousand dollars outstanding as a loan. 
As a banker you know Roe was a good 
man. Roe was the sales expert, while 
Doe the survivor is the 
expert. 
will do now without Roe. As a banker 
holding the firm’s notes you are a bit 
disturbed. Business conditions just 
now are not very good. You and other 
bankers are restricting credit lines 
everywhere. 

x * 
the banker 


dis- 


Now, remember, you are 
and you and your committee are 
cussing the news of Roe’s death. 
came in to tell you that we had an au- 


tomatic bill of sale. Under this bill 


of sale, at Roe’s death I became auto- 
matically sole owner of the business. | 
Mrs. Roe gets $10,000 in cash, It will 


be paid to her this week. Before Roe’s 
death, my interest was worth $10,000. 
Now, it is worth $20,000, and is all paid 
for. 

Remember, Mr. Doe, you are the 
banker. As a banker, wouldn't you be 
both surprised and delighted to know 
that the firm of Doe & Roe was set- 
tled in such a business-like way? You 
would think Doe & Roe had been far- 
sighted business men, wouldn’t you? 
And isn’t it clear that you would be 
more disposed to extend necessary 
credit because of the ship-shape man- 
ner in which the business had been set- 
tled? 

Now, let us put vou back where you 
belong. You are now your old self, Mr. 
Doe, sole owner of the former partner- 
ship of Doe & Roe. Your holdings are 


doubled. You have no worries or prob- 
lems of buying out the widow or tak- 
ing her into partnership. You aren't 


trying to borrow money to buy out Mr. 
Doe's estate. No lawyers can butt into 
your business. Really, things couldn't 
have worked out better, could they? 

It is a wonderiul thing for you. But 
you are not selfish. Let us see what 
Mrs. Roe gets out of this automatic 
bill of sale. Instead of having $10,000 
tied up in a business that she doesn’t 
understand, she has $10,000 in cash to 
invest in safe securities, She has no 
worries, She is unusually fortunate for 
she has received 100 cents on the dol- 
lar for her husband’s business that is 
a thing that rarely happens as you 
know. 

a 

If you should leave Mrs. Doe $10,000 
in cash, you wouldn’t want her to buy 
an interest in a partnership such as this, 
would you?—No.—of course not, and 
you would rather she had 100 cents on 
the dollar, $10,000 in. cash, than to have 
her inherit vour share in the business, 
including liabilities and worries, as well 
as assets, wouldn't you? 

This automatic bill of sale is just a 
common-sense plan to make you safe 
if your partner dies and make your wife 
safe if you die. It strikes you fav- 
orably,. doesn’t it? 
agent for 
Louis at 
his ‘re- 


H. W. Morgenthaler, general 
the International Life of St. 
Dayton, .O., has recovered from 


cent illness and is slowing getting back 
on his old stride. Mr. 
“rip track” for 


Morgenthaler was 


on the a month. 


would | 
same line of credit | 


assume itor | 


Doe & Roe’s ac- | 


manufacturing 
You wonder what the business | 





LAYS OUT SELLING CAMPAIGN 


Interesting List of Ways in Which Insurance May Be Used 

















HARLES C. Clabaugh, general su- 
C pervisor of agencies of the Mary- 

land Life, lays out a plan for the 
selling campaign that is valuable to in- 
surance agents. The plan is laid out 
as follows: 

(1) Family Budget—For expenses of 
the family; so listed that a definite 
amount can be put aside for premiums 
on life insurance. 





* * 
(2) Income Sd ae amount 
|of insurance sufficient to continue after 
|}death a monthly check to cover the 
| needs of his family. Of course, a man 
may not be able to do this at once, but 
| the income can be built up gradually 
jat different times through the purchase 
}of insurance. Refer to options in pol- 
licies. It will pay you to thoroughly 
| study these methods, as the service ren- 
|dered through these options is rather a 
striking evidence of the safety of life 
}insurance money left to dependents. 
x ~ ~ 





(3) Business Life Insurance—Insur- 
ance can be carried to protect an indi- 
| vidual, or firm, or corporation, The dis- 
tinct advantage of a business being 
incorporated is that death cannot kill the 
life of the business. This is an impor- 
|tant point to keep in mind, as in the 
| case of an individual, he can incorporate 
himself by having insurance at death 
| payable monthly in the shape of a life 
| income to his dependents. 





| (4) Life Insurance for Credits—This 
lis an important item to keep in mind 
when trying to arouse the interest of a 
wideawake business man. Remember 
what John Wanamaker did in 1893, as 
the only thing at that time that saved 
him from complete failure was his se- 











well afford to point to him as a fine ex- 
ample of what it means to use life in- 
surance ior credit. 

- ae 

(5) Bequest Insurance—This is some- 

thing to bear in mind that at times will 
arouse a man’s curiosity, as he will want 
to know just what you mean by this. 
Often a man is interested in certain or- 
ganizations, orphan asylums, colleges, 
etc., and through the purchase of life 
insurance for a small outlay he can will 
his insurance to the institution, which 
would always reflect his wisdom, The 
bequest would be looked upon as a real 
memorial. Some time ago certain men 
insured their lives for the benefit of their 
alma mater. 

a 

(6) Insurance to Cover Expenses of 

a College Education—This is a good 
thing to keep in mind, as often you will 
tind that you can reach a man’s heart 
quickly by some reference to his chil- 
dren, as one, as a rule, wants to see his 
children well educated. There is no 
question about the wisdom of a man 
paying premiums on a policy to provide 
at a definite time a certain amount of 
money to put his boy through college. 

* * 


(7) Insurance to Cover Expenses of 
Inheritance Taxes—In many cases you 
will find that the question of inheritance 
taxes is not clear to certain men. A 
man works hard to accumulate an estate 
and should be just as interested in 
seeing that his estate at his death will 
not be taken away from his family sim- 
ply because he tailed to provide cash 
to pay his inheritance taxes. 

* * 


* 





(8) Insurance for Vacations or Christ- 
mas Giits—Insurance to provide yearly 




















curing of a policy for $1,000,000 to pro-| sum of money, say $200, for vacation 
tect his credit. As Mr. Wanamaker] purposes or Christmas gift to loved 
made a rather striking success, you can | ones. 
Continental 
Casualty Company 
Non-Cancellable 
Disability Insurance 
You can sell more Life Insurance with 
it than without it 
ADDRESS 
SERVICE DEPARTMENT 
910 So. Michigan Avenue | 
FOR FULL DETAILS 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 





MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE CONSERVATIVE 


The Growth of Oak The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 





























CENTRAL STATES LIFE 











The Midland Mutual now has 33,000 policyholders 





INSURANCECOMPANY 


in the States shown on the map below 


Now they are scattered ‘All Over the World.” 





SAINT LOUIS 


No claim has ever been contested or compromised 


Free health examinations for policyholders 











In 1923 the mortality was only 27'4% of the expected 
Ihe interest earnings 6°; 


The lapse ratio 6.6% 





All Ages up to 65 

Participating and Non-Participating Policies 
Standard and Sub-Standard Risks | 
Prompt Service 


beginning July 1, 1924 


For unusual General Agency Opportunities, write 



















Excellent territory for General Agencies 
open in Illinois, Minnesota, South | 
Dakota, Kansas, Missouri, Wyoming and 

California 33 32 $3 $3 
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I An Over the World” 


Originally they were all ‘‘Mid-landers,” which means they lived 


They live in every State in the Union, in every territory, in the 
District of Columbia, in Canada, Mexico, South America, 
Africa, Italy, Servia, Norway, India, China and Japan 


They renew persistently because their policies contain no war 
clause or restriction as to travel or residence in any country 


Extra dividends will be paid policyholders for the dividend year 


The Midland 

Mutual Life 

Ne Insurance Co. 
. ‘‘Its Performances Exceed 


Columbus, Ohio 
ADMITTED ASSETS OVER EIGHT MILLION 
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A Book Long Needed in 
The Life Insurance Field Now 
To Be Published 


A DICTIONARY OF LIFE INSURANCE TERMS 


FOR NEW AGENTS FOR OLD AGENTS 
FOR STUDENTS OF LIFE INSURANCE FOR OFFICE EMPLOYES 
FOR COMPANY OFFICIALS FOR ACTUARIES 
FOR POLICYHOLDERS 


THE DICTIONARY-ENCYCLOPAEDIA 
OF LIFE INSURANCE 


By J. A. Jackson 
A Dictionary of Terms—An Encyclopaedia of Life Insurance 








Around the subject of life insurance, over a long period of years, has grown up a vocabulary almost as 
peculiar and distinct as that surrounding the practice of medicine, confusing the layman and “stumping” even the 
agent and actuary to explain, if not to understand. 

Hundreds and thousands of words and terms are “Greek” even to many in the business. How often are 
you confronted with such apparently simple questions as ““What is the reserve?” “What do you mean by cash value?” 
“What are ‘premiums,’ ‘refunds,’ ‘dividends’?” “What are ‘options’?” “Accelerated endowments”? ‘Gross,’ 
‘Book,’ ‘Office,’ ‘Net,’ ‘Level,’ ‘Single,’ ‘Premiums?” “What does ‘Loading,’ ‘Selection Against the Company,’ ‘In- 
surable Interest’ and a host of other expressions that have grown up about the policy contract and life insurance practice 
mean, an understanding of and the ability to define which are essential to the life insurance man? 

The plan of the work is “unique.” The words or phrases to be defined do not appear alphabetically in the 
body of the book, as in an ordinary dictionary, but by number, related terms being grouped together insofar as that is 
practicable. To findthe definition of any term or phrase, consult the alphabetical index for the number of the word 
or term to be defined. ‘Turning then to the body of the work, the number will be more quickly perceived and identi- 
fied among the many terms discussed than would the word itself in the ordinary way. 

The special advantage of this plan is found in the fact that related terms thus grouped define each other in a 
measure, often giving the inquirer a more comprehensive view of the meaning of any single term than would be prac- 
ticable where related terms are far apart in the body of the work as they often of necessity are, when arranged alpha- 
betically. Everyone will realize that, in studying the meaning of a word or term, it is often desirable to compare 
synonymous terms or expressions, though to do so one must search again in the body of the book for the synonym or 
related term if indeed he realizes what particular term or expression he needs to find. ; 

By reason of the topical arrangement of this book, we have not merely a dictionary, but a TEXT- 
BOOK OF LIFE INSURANCE, with the further advantage that, opening the volume anywhere, one may 
read right along as a continued story or discourse, what follows at any stage being intimately related to 
what precedes. 

The value of such a book lies naturally in its accuracy 


~ 
and completeness. meee ’ PS a ee ‘ sas 
The fact is that the definition or popular explanation _ os ; emote aes ER COMPANY , | 
ot anything technical is very difficult. Mr. Jackson has Cincinnati, Chicago, New York. l 
been working virtually his whole life time on the material sion ae aah — 
for this book, hoping that it will become his monument aa a AR YE eee ey AS Jack- 7 
and that it will be accepted as one of the standard life in- I IFE INSURANCE em ios whi i I : [A OF | 
surance works. His long experience as a writer and in- $2 ni mn 5 SGee SS pay 
structor equip him not only with the knowledge of life in- "~~ “sid 
surance phraseology and terms, but the ability to explain 
them simply and clearly. The definitions have been gone | 
over by several of the well known New York actuaries | 
and Mr. Jackson guarantees that they are to be relied : 
upon. 
You will need this fine addition to life insurance 
literature in your office. | 
We should be greatly pleased to receive your reserva- Address. | 
tion for a copy on the blank below. | 
| 


Name 


Company 


’ . A book you will have to buy BUT ONCE and it will be 
THE NATIONAL UNDERWRITER CO. Twi 





